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GLIDE-ALL’ Viding Doors 


* 


¢ With home buyers demanding plenty of handy storage space, every day 


more and more architects and builders are specifying Glide-All Sliding 


The Midwestern House 
Doors W hy P 


Architect: Norman Nagle 
For these simple reasons: Glide-All Doors make it possible to have floor-to- - A 1A , Minneapolis 
ce iling, wall-to wall t Xpansive wardrobe 5 huge ‘ losets tude ked in corners of ry < . — Town Develop 
orp., Chicago 
small rooms, full-length, full-height hallway storage space, large entrance-way 
guest closets in confined quarters, and in many other waste-space areas 
Glide-All Doors save construction time and dollars, too they're installed 
quickly, adjusted easily to fit the opening, decorated with the wall, and they 
give a life-time of trouble-free performance 


Glide-All Sliding Doors were selected for this prize Hotpoint 
Living Conditioned Home for 1955 


Glide-All Doors come in 
Junior sizes, too in a 
demand for ample storage space and save time and money. They are range of sizes. Complete, 
available in standard 8’ and 6'8" heights, flush or recessed panel models, ready to install, they con- 
overhead or bottom roller types and in special sizes for unusual jobs vert waste areas into handy 
small storage space 


With Glide-All Sliding Doors in your plans you're sure to meet the popular 


Write for complete details, specifications and prices. 


Glide- All Doors are produced in 6 modern plants across the Nation available from distributors throughout L’nted States and Canada 
hor complete information write plant nearest you 


GLIDE-ALL SLIDING DOORS ARE A PRODUCT OF CHICAGO, 3514 Oakton St., Skokie, Ilinois 
CLEVELAND, Ohio, 1890 Carter Rd. 
WooDaL. [NDUSTRI ES INC. EL MONTE, Calif., 801 West Valley Boulevard 
LAUREL, Miss., P.O. Box 673 
NEW YORK, Gien Cove Rd., Mineola, N. Y. 
SORSW 66, CSA SAN FRANCISCO, 1970 Carroll Ave. 








1. Styling leadership — Whatever 
the orientation on a lot, Modern 
Homes have the look of smartness and 
quality that only full-time architec- 
tural development can achieve. The 
low, long look, the low-pitched roof 
with its wide overhang are now 
Modern trade-marks 


How the best materials help bring you 


quality -and volume profits! 


2. Exclusive features = Modern 
Homes’ Research and Product De- 
velopment Department has intro- 
duced entirely new sales-sparking 
features to residential building 

including the widely heralded power- 
operated windows, acoustical ceil- 
ings, Klear-Span steel floor system. 


4. Advertising appeals —[n Lir- 
ing for Young Homemakers, Better 
Homes and Gardens, and Small 
Homes Guide, Modern Homes ad- 
vertising is designed to add the 
powerful sales-extra of prestige-—the 
reputation for excellence that in- 
fluences discriminating buyers 


NATIONAL Rea Estate anp Br 


3. Quality emphasis Modern 
Homes are designed for quality 
builders... fabricated with precision, 
of the finest materials. To help the 
builder follow through with thi 
quality emphasis, Modern helps train 
erection crews, helps plan sites, help 
achieve effective color styling 


vT 
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5. Open House promotion 
With newspaper mats, radio and TV 
scripts, signs, photographs, displays, 
aa quality literature, Modern 
Homes helps the franchised builder- 
dealer and the realtor make Modern’s 
styling, features, and quality pay 
off in profitable volume sale 


ILDING JOURNAI 1955 
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Many factors contribute to Modern Homes 
quality. To you, as a realtor interested in 
high quality standards, all of them ar 
important. Take just 
materials: 


one—building 


You realize, of course, that there are 
avings in volume purchase. Many saving 
are passed along. But these also 
permit us to use materials of only the highest 
quality. The opportunity to do this isn’t 
exclusive with us 
do it 1 


aving:s 


‘ the degree to which we 


This, and other factors briefly described 
on the left, add up to the realtor’ 
profitable association for easy selling and 
increased profits. And that is doubly true 
if you build as well as sell homes! Modern 
Home 14507 West 
Avenue, Dearborn, Michigan 
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WILL YOUR PROSPECTS WANT AIR CONDITIONING 7 
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GROWTH FORECAST FOR HOME AIR CONDITIONING 
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YOUR SALESMEN SHOULD KNOW ABOUT AIR CONDITIONING 


Six 


HOMES OUR READERS ARE BUILDING 


Published monthly for real estate CONVERTING EXISTING HOUSES IS A BIG BUSINESS 
builders, property managers, and 
real estate brokers, by Stamats Pub 
lishing Company, Publication offices 
and general headquarters 427 
Sixth Ave. 5.E., Cedar Rapids, lowa 


THE LAW SAYS 
~ By George I Inder son 


NUMBER 
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rAX FACTS 

@ By Bert Tornborgh 
a ry fs : 
AMONG OURSELVES 
Subscription prices: $5 a year, $9 
two years, $12 three years in the 
United States, In Canada, $6 a year 
In all other countries, $7.50 a year 
Single copies 60 cents; back tissues 
except Roster issue $1. Member 
Audit Bureau of Circulations and ; a , 
Associate Business Publications More of the highly popular sales training articles are in the works... a 
NATIONAL REAL ESTATE AND comprehensive survey of the mortgage market and buildable land situa 
BULLDING JOURNAL is entered as . , me _¢8 . . 
sosond elem metten, August, 1048. tion in over 75 cities . . . real estate investment for the small investor 
at the post office, Cedar Rapids, . new shopping center and apartment projects and how they're 
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ott i Race My ge promoted . . . an analysis of the St. Lawrence Seaway. . . . August? 
Merchandising ad infinitum 
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Stamats Publishing Company. 
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No vacancy problems . . . where colorful 
Youngstown Kitchens are installed! 


Best known 5 to 1! Mass-production prices — 
color at no extra cost! YOU SAVE! 





If you've been taking a beating from new apartment @ Mass-production prices—available from the world’s largest makers of 


buildings and housing developments, here's the way to steel kitchens! 
regain that competitive edge . . . @ Rugged steel construction cuts complaints and upkeep! 
Baked-on finishes last—need only be washed and polished between 
Modernize with Youngstown steel Kitchens in the tenant changes! 


co { » » , . ao! 
gorgeous new colors that have all America talking! © Delivery is job-timed—units errive when wonted! 


You'll be able to color-plan each kitchen individually © Fast installation saves money —prevents disruption! 


at no extra cost. And you I] enjoy other important Get full details. Contact your local Youngstown Kitch 


advantages... ens distributor; or send coupon today! 


Director of Marketing 
Youngstown Kitchens, Dept. NRE-655 
Mullins Manufacturing Corporation, Warren, Ohio 


>) Please send me the Youngstown Kitchens Specifications Book 
Lg Please have your representative call—no obligation 
B vhs NAME [Please print 


Fina 
Sold in the United States, Canada, and most parts of the world 


ADORESS 
MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
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All over the country, builders who install Electric Ranges have found this appliance to 
be a ‘‘super salesman.’’ It confirms the fact that the home is modern throughout. It 
appeals to women because they know it will save them time and effort, and help them 
to cook better meals. They know that Electric Ranges also offer clean cooking, as 


well as ease of operation—and a cool kitchen, too! 


Another important point to help sell your homes: A modern 100-ampere, 3-wire service 
will provide ample capacity for the Electric Range and will take care of other 


appliances for modern living—now or in the future. You can feature this advantage. 


It will pay you to put this ‘‘salesman”’ on your staff! 


— MODERN.-- 
ELECTRIC RANGES help sell houses! /\W' ote Poetially! 


‘ 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association + 155 East 44th Street, New York 17, WN. Y. 


ADMIRAL « BENDIX «+ CROSLEY «+ FRIGIDAIRE « GENERAL ELECTRIC 
HOTPOINT «+ KELVINATOR «© MAGIC CHEF « MONARCH « NORGE «+ PHILCO «+ RCA ESTATE « STIGLITZ INFRA-AIRE « TAPPAN «+ WESTINGHOUSE 


fi } 
Jiarve NATIONAL Reau Estate anp BurtpinGc JouRNAI 





These 
builders tell 
why ELECTRIC 
Ranges help 
clinch sales! 





How number of 
Electric Ranges in use | 

has more than | 
—_———-_— tripled in 9 years 
1349 Number 
ey 6,195,000 - of yet ite) 
195) MALY 
ae 
ae 
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Source ELECTRICAL MERCHANDISING Annual Statistical and Marketing Issues 
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Are You Traveling with the Trend ? 


The chart shows that the number of Electric Ranges 
in American homes has more than tripled during the 
past 9 years. Follow the trend! For quicker sales, 
install Electric Ranges in the homes you build! 
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Builder Nathan Manilow of 
Des Plaines, Ill., says: **We 
of the 


recently completed one 


most outstanding sales 

achievements ever accomplished 
by the Manilow Constr 
Company, by 


moderately 


iction 
selling 500 

priced homes in 
Des Plaines Villas in nin 

The sale included 


four electric ippliances, one of 


months price 


the most important being the 


Electric Range 
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Builder P. William Nathan of Norwalk, Conn 


they like our houses because the 


“Home buyers say 
kind they would build 
like is the modern 


, says 
y're exactly the 
for themselves. One item of equipment they 
Electric Range 


our 


sutomati 
we sold 20 of 


of LIVING for 


Best proof of customer satisfaction is this 
46 houses in the first 7 da Illustration courtesy 


Young Homemakers 


Builder L. E. Breuninger, Jr., of Landon Village, Md 
old-time but dis »s lot of n 


of them to include an Electric Rang 


building firm 


One 


overed 
home building 
kitchen, regardles 


look for the 


of the type of 


| house or its size. Not 


same construction features—but they ali 
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Experts continue to disagree on long-range effects 


of housing production, but starts continue at a 


record rate .. . 421,000 starts in first four months. 


L. M. Cassidy, Chairman of the Board, Johns-Man- 
ville Corporation: “We are not really 
building homes at all, although, of course, this is 
not to say that there will not be over-building in 
pecific localities from time to time. We 
merely satisfying an enormously increased de 
mand,” 


ove! 


are 


Dr. Gordon W. McKinley, Director of Economic Re- 
search, Prudential Life Insurance Company 
The day of reckoning in the housing market 
cannot be put off forever, and I shall be very 
surprised if it can be put off beyond this year.” 


Henry G. Waltemade, President, National Asso- 
ciation of Real Estate Boards: ““The most im 
portant new real estate trend now sweeping the 
country is the boom in home modernization and 
improvement, In all of its phases it represents 
very nearly as big a business as new home 
production.” 


Veterans Administration has sold twice as many 
direct home loans to private investors during 
the past year as it did during the previous two 
and a half years. At present, more than 50,000 
home loans (totalling $330 million) are avail 
able for sale to private investors. The VA has 
also explained that its order requiring that clos 
ing costs be paid in cash does not mean that 
additional cash be paid down where the vet 
eran is already paying enough down to cover 
closing costs 


Boeckh’s ‘Building Costs,” gives this report: ‘‘The 
now saying that the 
American is enjoying the greatest prosperity in 
history Non-farm family income is at an 
average of $6,400 per year, Even with increased 
taxes and living costs, this is an increase of 40% 
in real purchasing power over 1929. The few 
clouds on the horizon should make no real dif 
ference to the overall picture.” 


economists are average 


The Bureav of Labor Statistics says that hourly 
wage scales of union workers in the building 
trades during the first quarter of 1955 were 
fairly stable. Estimated average hourly rate for 
organized construction workers was $2.83 on 


April 1 


New apartment construction seems to be perking 
up considerably, but mostly in the larger cities 
and in the luxury class. Shopping center pro 
jects, despite frequent cries of dismay, con 
tinue to multiply. There almost seems to be a 
contest as to who can build the biggest one 


Albert M. Cole, Administrator of the Housing and 


Home Finance Agency: “The slums die hard 
because slum proprietors hate to see them go 


Few of them really care how the people in the 
slum live, and fewer still, apparently, really 
care if you and I as taxpayers have to pay a 
subsidy to the municipal services to keep the 
rent collections level. I am no ‘do-gooder’ in 
the satirical sense of the name, but I get sore 
seeing so much tax money supporting the con 
tempt of the slum owners. They employ every 
available device of non-compliance and legal 
obstruction to thwart the efforts of the city and 
the citizens.” 


Pringle-Hurd & Company, “Mortgage Market 
News and Comment:’’ No-No-No or Negative 
No-Down Payment Loans: “In these cases the 
veteran moves into the house without paying a 
red cent (which can also be true in the case of 
‘no-no’ loans). but in addition the builder or 
other seller realizes his full price. How are the 
closing costs paid? Elementary my dear Wat 
son! The VA guarantees a loan which exceeds 
its own CRY. As an example, a veteran buys 
a house for $10,000 which is also the amount of 
the CRV, the closing costs are $400 and the VA 
guarantees, and some lender grants, a loan of 
$10,400 . This type of loan is called either 
‘no-no-no’ or ‘negative no.’ We think the lat 
ter term is more descriptive. The veteran has 
actually paid down less than nothing — or put 
in VA terms, he has mortgaged his home for 
more than its reasonable value.” 


HOUSING STARTS — PUBLIC AND PRIVATE 
Underlined figures indicate record for that period 


1950 
Jan 78.7 
Keb 82.9 
Mar 117.3 
Apr 1433.4 962 
May 149.1 101.0 
June 144.4 132.5 
July 1++.4 
Aug 141.9 89.1 
Sept 120.6 96.4 LOO. 5.1 
Oct 102.5 101.1 
Nov 7.3 74.5 86.1 S1.5 


1951 
85.9 


1952 1954 1954 
72.1 66.4 
G2 75. 90.0 
117.0 


126.5° 


1955 


64.9 8K.O 


/ 
‘ 


BO6 iad 


94.5 103.9 


106.2 


105.8 952 
111.4 
108.4 
104.6 


96.7 


107.7 
109.6 108.5 
116.5 
116.0 
114.4 
115.7 
110.7 


104.6 


104.5 
90.5 102.6 
991 


93.2 


90.0 40.1 


Dec 60.8 
Ye “at ly 
I otals 
First 4 
Months 


Seasonally 


ot 1955 


65.5 90.6 


* Priv: 
1.091 1.103 1.220 


+12 456 $52 568 5 +4 


adjusted annual rate (private only), first 4 months 
$24,000 
381.000 
407.000 


+19.000 


January 
February 
March 
April 


Projecting the totals for the first four months, the annual rate on 
a seasonally adjusted basis would be 1,380,000, or 16,000 less than 
the 1950 record year. April expenditures for new dwelling units 
(private) were up 10% over March, 1955; 379% over April, 1954. 





Here's an Added Sales Feature for Your Homes! 


Offer Windows with “BUILT-IN THERMOSTATIC CONTROL” 
.-- Available Exclusively on 


4% LT “WELL Here's how it works! 


DOUBLE HUNG WINDOWS! 


Only the BILT-WELL has a flexible jamb-liner weatherstrip that ad- 
justs with temperature changes, just like the thermostat on a furnace. 
This patented BILT-WELL feature automatically eliminates window 
sticking, leaking and rattling in all kinds of weather. 








Whatever the season, whatever the temperature, laboratory tests prove 
BILT-WELL Double-Hung Windows TwicE AS WEATHERTIGHT AS 
ORDINARY WINDOWS WITH ONE-TENTH THE LIFTING EFFORT! 


Other BILT-WELL preducts favored by h buliders include: 


Complete Unit Windows, Casements, Awning Windows, Kitchen Cabinets, 
Multiple-use Cabinets, Overhead Garage Doors, Combination Doors, Storm 
BiuT ryryee & Screen Units, Basement Windows, Shutters, Exterior and Interior Doors 
woeo Ay Entrances, Gable Sash, Louvers, Corner China Cabinets, Mantels, Telephone 
Cabinets and Stair Parts. 





for information write 


e 
Enter the big 1955 BILT- aa BUILDERS’ CONTEST. Win o i * m 
+? free trip to Europe, Bermuda, Mexico or Hawaii. Every 


builder who enters will win a prize. Ask your dealer about it 


[fl %a of write Carr, Adams & Collier for complete Contest Kit. wo O DWO R K 


Bos 656 Dubuque, lowa 


NaTIONAL Rear Estate AND BuILDING JoURNAI June, 1955 g 








Guide To NEW PRODUCTS & ADVERTISERS 


Use the Handy Inquiry Form below for more infor- 
mation on new materials and advertised products. 











How to use this Guide: The number to the left of a manufacturer's name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 
more information at no cost or obligation. Cut out Inquiry Form and mail today. 


6-5 Westinghouse Klectric Corporation 
NEW PRODUCTS 


6-9 Circle Air Industries, Inc 


6-1 Phileo Corporation 6-10 Marvair Division, Muncie Gear Works, Inc 
6-2 Carrier Corporation 6-11 Frigidaire Division, General Motors Corp 
6-4 The Coleman Co., Inc 6-12 Penn Boiler & Burner Mfg. Corp 
6-4 Heatilator, In (Penn Air-Rad 
6-5 Rheem Manufac turing ¢ ompany 6-13 Lennox Furnace Compan) 
6-6 Cory Corporation 6-14 Minneapolis-Honeywell Regulator Company 
6-7 Mitchell Manufacturing Company 
ADVERTISERS 
rot ins Page No 
. ’ ~ ~ 
| Journal Handy Inquiry Form 6-15 Active Display Advertising 6 
a ee Samene . ; ©-16 Boardman, Ltd +5 
; Products Editor 6-17 Briggs Manufacturing Company 24 
i } , 
| Nationa Rean Esrare anp Burpine Journan j (0°18 Carr, Adams and Collier Company 9 
| 427 Sixth Avenue S.E., Cedar Rapids, lowa | 6-19H. J. Dadin 13 
| 
[ want to know more about the items checked | 6.20 Frigidaire Division, General Motors Corp 13 
| below. Please see that complete information is | ; 
| sent to me without cost or obligation | 6-21 Lancelot Studios +5 
| 
; | 6-22 The Lincoln Press 16 
6-1 6-10 6-19 6-28 6-23 Edw. Mitchell 15 
6-2 6-11 6-20 6-29 
| : , : : 6-24 Modern Homes Corporation 
6-5 6-12 6-21 6-50 
| | 6-25 Moorlee Display Advertising 14 
| 6-4 6-15 6-22 6-31 | 
6-5 6-14 6-2 6-42 | 6-26 Mullins Manufacturing Corp ) 
| 6-6 6-15 6-24 6-33 : 6-27 Multicopy Corporation le 
1 6-7 6-16 6-25 6-34 |} 6-28 National Electrical Manufacturer's Assn 6 
| 6-8 6-17 6-26 6-35 Electric Range Section 
| 69 6-18 ()-27 6-36 6-29 National Homes Corporation 18 
| a7 > 
6-37 , 6-30 Realty Sign Service 5 
6-31 Reynolds Metals Company 12 
| Name Title | 6-32 Richmond Sign Company is) 
, 6-33 Scholz Construction Corporation 15 
birt 
—_ | 6-34 Sethich Sign Company 16 
| 
' Street | 6-35 Thyer Manufacturing Corp back cover 
| 
| 7, | a 36 Weaver “ hool ol Real Estate a) 
ity one State 7 
; ©-37 Woodall Industries, Inc - 
10 June, 1955 NATIONAL Reat Esrare AND ButLpiInG JOURNAI 
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“All-in-One Windowlette”’ 6-1 


Philco’s “All-In-One Windowlette” room air con 
ditioner is adaptable to any type of installation, in 
cluding double-hung and casement windows, as well 
as “through-the-wall.” The unit will cool up to 510 
square feet, is a ¥%4 horsepower model and has auto 
matic temperature control. Cabinet dimensions are 33 
inches wide, 231% inches high, 13 inches deep 
Wrought iron legs and a wrought iron leg stand with 
book and magazine rack are available as accessories 


New Built-in Idea 2 


Variety of possible installations for new room air 
conditioners is reflected in this Carrier model, de 
signed for installation in a bookcase or other built-in 
furniture along an exterior wall. There are no lou 
vers or other openings along the sides, top or bot 
tom of the casing. The cabinet is insulated to elimi 
nate sweating. 


Vertical Cooling Unit 6-3 


Year-round air conditioning unit developed by the 
Coleman Company has a vertical cooling unit (below 
right), used in conjunction with a plenum cooler 
mounted on top of the furnace. The vertical cooler 
has its own supply duct system, which alters the 
heated air distribution to a distribution balanced for 
the different requirements of cooling. No manual 
adjustments need ever be made by the home owner, 
says the manufacturer. The vertical cooler is made 
in one-, two-, three- and five-ton sizes 


Fireplace for A/C 6-4 


Heatilator fireplace unit designed for air condi 
tioned homes has a Pressure-Seal damper, and manu 
facturers say it is the first fireplace unit designed for 
air conditioned homes. By sealing the fireplace throat 
air tight, the damper prevents the escape of cool air 
up the chimney, thus cutting operating costs. When 
the fireplace is not in use in cool weather, the damp 
er stops loss of heat into the flue and prevents chim 











Dallas Public Library, Dallas, Texas 


Architects & Engineers: 
George L. Dahl, Dallas, Texas 


Contractor: 
Robert E. McKee, El Paso, Texas 


Architectural Aluminum Fabricator: 
Usona Manufacturing Company, St. Louis, Mo. 


Reynolds Aluminum Applications in this Building: 
Copings * Facade Surround and Soffit * Vertical Fins * Cat 
Walks *« Ladder « Sills * Head Jambs +« Column Covers 
Gravel Stop and Facia « Doors and Frames « Grilles « Louvers 








Reynolds Aluminum Service 
to the Building Industry 


Reynolds makes available expert help in 
aluminum design problems and in selecting 
from a wide range of standard Reynolds 
Aluminum mill forms, in addition to these 
performance-proved Reynolds Lifetime Alu- 
minum Building Products: 


For Home and Farm: 
Gutters & Downspouts 
Reflective Insulation 
Residential Windows (Casement, Awning, 
Traverse, Double-Hung, Basement and Utility) 
Corrugated and V-Crimp Roofing and Siding 
Weatherboard Siding—Flashing—Nails 


Industrial, Commercial: 
Center Pivoted and Commercial Windows 
Reynowall, exterior insulated wall system 
ReynoCoustic, aluminum acoustical system 
Reynowall, interior partition system 
Reynoside, aluminum siding in modern 
architectural designs 
Reynodeck, aluminum roof deck 


Write te: Reynolds Metals Company, 
Building Products Division, 2016 
South Ninth Street, Louisville 1, Ky 











SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC-TV 


June. 


1995 


ney down-drafts. When the damper is closed, the 
blade rests against an asbestos gasket and locks in 
place 


The “Year-’Rounder”’ 6-5 


Rheem Manufacturing Com 
pany’s 144-horsepower year 
round unit, provides cooling for 
homes of 1800 square feet. 
manufacturers assert. The 
“Year-‘Rounder” has an auto 
matic zone control, and requires 
floor space only 26 by 30 
inches. Automatic operation of 
zone control feature is governed 
by central controls, which may 
be varied by the home owner, 
directing cooling effectiveness 
to the part of the residence be 
ing occupied at any given time 
The manufacturer says usual 

operation diverts as much as 80% of the cooling 
into the bedrooms at night and into living and din 
ing areas during the day 


Reversible Window Fan 6-6 


-) 2a Cory Corporation’s Model F 
a} Beas senate * 20 window fan is a manually 


reversible unit with three 
speeds. To reverse air direction, 
user unplugs the unit, slips it 
out of its permanent window 
mounting. It has an adjustable 
steel window panel mounting 
with baked enamel finish. This 
unit is scheduled to retail at 
$59.95, according to the manufacturer 


For Big Rooms iad 
Mitchell Manufactur 

ing Company claims its 

new, flush-mounted 

two horsepower room 


air conditioner is the 
highest capacity win 
dow unit ever made 
The unit is designed for 
use in rooms of 1,000 
to 1,300 square feet. 
and will be the same 
, and 1144 horsepower models and 





A SIMPLE, FAST 


INEXPENSIVE SERVICE 
FOR PREPARING COPIES OF MULTIPLE LISTINGS 
Multicopy Corporation offers any size Real Estate Board 


this unusual service 


1) Reproduction of the Brokers Listing form in any 
quantity 


2) A picture of the listed property printed on the 
reverse side 

3) Complete mailing service to all cooperating 
members 


No matter how large or small your Board, you can have 
this same fast, economical service. 


Write Today for Complete Details, Prices and Samples 


MULTICOPY CORPORATION 





1030 Davis Street Evanston, Hlinois 
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NEVER 


UNDERESTIMATE 


the power of 
famous 
Frigidaire 


Products 





More usable kitchens give apartments 


and homes more sales appeal 


k ver Frigidaire Product is ce signed to give women the 


features they want in compact 
Automatic Dishwashers, Food Waste Disposer, Launds 

Equipment, Room Conditioners and Electric Water Heaters, 
Frigidaire, Dayton 1, Ohio 
Poronto 13 


eall or write 


In Canada Ontario 


“42 FRIGIDAIRE 


Built and backed by General Motors 
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cabinets that provide more kitchen 
working space. For Refrigerators, Food Freezers, Electric Ranges, 











i BER tet TRIPE 


To influence women prospects 


The place to win a womans appros il of a house of 
And nothing ell 


faster than modern Frigidaire appliance 


apartment ts right in the kitchen! i kitchen 


brigidaire Larner 


styling and work-saving features are exactly what more women 


want. They're real sales magic for your houses and ipartment ! 


To keep tenants happy 


Women love the paciou 


separate food freezer, and many 


other conveniences in Frigidaire Deluxe 84 Food Freezer 
Refrigerator Cooking is easier, too, o n b rigidaire linperial 
Electric Range with its exclusive Thinking Top unit 

big automatic oven and easy cleaning porcelain fin ( lothes 
are cleaner, laundry costs lower, with Frigidaire + Live- Water 


Washing Deluxe Washer and matching Electric Dryers 


To decrease operating costs 
Product 


an beotipee 


! And b rigidaire wluet 


You can boost re vith Frigidaire 


juality also me 


veriue 


Sut brigidaire’s extra « and lower, 


long term operating const pre ine 


warranted for dependable 


trouble-tree erviet 





June, 















sc fo 1-z 


|. went Oia dpm 
MN 











) 
( 6 
homes 
BECAUSE 
Leo Mey Saks Ne oe ae O's Hea 


a tl — 


SCHOLZ HOMES INC., 2001 WESTWoOdod 
'OLCLeee®..7.. O@HtG 


COPYRIGHT 1955 
BY SCHOLZ HOMES, INC 

















interchangeable with them. The unit also offers what 
the manufacturer calls “Air Flow Modulation,” a 
regulating switch that enables the model to deliver 
either a concentrated column of air for fast cooling 
or a gentle flow for maintaining desired temperature 


For Moderate Heating and Cooling ” 


Westinghouse has 
brought out a _ year 
round residential ai 
conditioner designed es 
pecially for homes with 
moderate heating and 
cooling requirements 
This combination, the 
manufacturer says, 
combines heater, sur 
face-type heat ex 
changer and removable 
two-ton capacity cooling unit in one cabinet. The 
unit’s upper section houses a gas- or oil-fired burner 
or heat exchanger. The lower section houses a two 
ton air conditioner which can be rolled out by re 
moving the front panel and disconnecting service 
lines. Wall thermostat especially designed for the 
unit gives automatic control of heating and cooling 
functions. Gas-fired model is priced at $1,075, plus 
transportation charges and installations costs. The 
oil-fired unit is priced slightly higher 


Baseboard Model 6-9 


Baseboard Dual Con 
ditioner by Circle-Air is 
claimed to be the only 
baseboard model on the 
market. Dual Condi 
tioners operate on the 
same piping circuit used 
for heating. It requires 
no ducts, and is said to 
he the only type of con 
ditioner approved by 
law for use in fireproof 
buildings in all states 
A 10 point C.F.M. con 
trol is standard on all 
units. Optional built-in thermostat is available. or 
each room area can be supplied with thermostat. For 
cooling and ventilation only, the unit can be con 
nected to a standard refrigerating condenser unit, the 
manufacturers say 








Condenser at a Distance 6-10 


Remote Waterless 
Marvair unit by Mar 
vair Division has con 
denser section which 
may be located as far as 
90 or 60 feet away from 
house, according to the 
manufacturer. Cut 
away view shows cabi 
net holding the con 
denser section (fore 
ground), with its ai 
coil and 15-inch silent 
sirrocco-type blower 
fan. High and low lines lead inside to horizontal 
flow evaporator located in duct above furnace Evap 
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MOORLEE six sceszurp 


PROPERTY AND FOR SALE SIGNS 
LOOK BETTER * LAST LONGER 


a 
AND Sring Results 
Let us show you how the FINEST can be had for LESS 


A complete stock of REALTOR'S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 












PREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
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MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY MILLS CALIF 
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ane ANNOUNCING tae ) 
TULisy) Mew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 
@ Eliminates going after and returning key to listing 
office 
@ Eliminates duplicate keys and key boards 
ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 
Perfect for any listing whether Furnished, Occupied, or Vacant 


Non-duplicating keys PATENT PENDING 
furnished 

Pilfer — Tamper Proof 
May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 





FOR FURTHER INFORMATION 





EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISIN 


239 No. Robertson 8 4 yH Calif 
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orator is also available with blower where furnace 
fan is not used; or in vertical-flow “A” type for instal 
lation below or above any forced air furnace 


Part of the Room o-11 


Frigidaire room air con 
ditioner mounted flush 
with wall above built-in 
refrigerator. Control is on 
the wal! beneath the unit. 
which is vented out the 
roof, This unit is designed 
as a supplement to a cen 
tral air conditioning sys 





TRADE MARK BEG 
PATENT PENDING 


THE SIGN REALTORS 
OVERWHELMINGLY PREFER 


1—Complete Unit — Double Faced 
Sign and Standard 





tem 
2—No Assembling Necessary — 
Ready to Use 6-12 
3-—Very Easy to Install — No Tools Penn Air-Rad. forced wa 


Needed ter heating-cooling unit of 


fers hot water heat and sum 
mer air conditioning from 
the same radiator without re 
piping. Air-Rads, says the 
manufacturer, operate equal 
ly well on one-pipe or two 
pipe systems. Chilling unit 
need not be installed with the 
original installation but may 
be added later. Air-Rads fit 
between standard studs and 
are adjustable to varying 
wall depths. Fittings are 


4—The Highest Grade 
of Workmanship 


5—Built to Last 


6—Priced Exceptionally Low 


Write today for your brochure 
giving prices and full details. 


SETLICH SC 











2343 S$. Hanley Road, $t. Louis 17, Mo. adaptable for %-inch or %-inch tubing and are 
staggered for easier installation 
Two-Stage A/C Unit ee 





Lennox offers two stage 
air conditioning unit, con 
taining two separate, her 


A place for everything — everything in place with 


For letter files “Ty LS. For legal files 
ea aver ‘B."sne 


FILE 
ENVELOPES 


FOR REALTORS 


mitic water cooled refrig 
eration assemblies, along 
with an oversized sulky 
type blower. Manufactur 
er says the two small units 
operate more quietly than 





@ Progress of deal instantly visible 
®@ No hunting for mislaid papers 
@ Nothing omitted nothing neglected 
@ Printed check list covers every item 
USED BY REALTORS IN 48 STATES AND CANADA 


one large unit and assure 
better humidity control by 
having the low stage com 
pressor working almost 
continuously. Units are 
available in four-. five 
and six-ton capacities. In 
cluded are a 24-volt transformer and all relays. as 
well as a combination heating-cooling thermostat 


Round A/C Controls 6-14 


Minneapolis-Honey well fol 
lows its round heating ther 
mostat (introduced two years 
ago) with round air condi 
tioning controls. Two models 
provide fingertip control of 











Special Introductory Offer 
(Initial order only) 


EITHER 
2s = $2 
Postpaid Anywhere 
Satisfaction or Money 


Back Guaranteed 
on any quantity 





“Deal Savers” moke my 
work easy! 











We ship Ratiway Express Charges collect unless otherwise requested 


pe nn nn nr ree 1 




















| LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. , cooling, and one model give: 
r se f 
1 Ship us —— “Deal Saver, Je." at 9 cents each { el | manual selection of heating 
| Ship us __—___. "Deal Saver, Sr." at 10 cents each { please | and « ooling Switches. 
| Ship us 25 size at $2.00 (introductory offer—postpaid) | ted b- FF 
| Send free sample of size Deal Saver [) | | mounted on a sub-base, give 
| Check for _. enclosed | a choice between automati 
es 7 cooling and system shut-off; heating, cooling, o1 
ae ine Fees i. Si ap i system shut-off; and cooling. system shut-off: anc 
| | t hut-off ling t | ff | 
tees crepe Sere (SC Re agp eg ares Ree j | constant or intermittent fan operation 
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Knight, Orr & Company 


Jacksonville, Florida 


Henry A. Knott, Inc. 
Baltimore, Maryland 


Wilmington Real Estate Board 
Wilmington, Delaware 


A. Lovelace Starliper 
Martinsburg, West Virginia 


Schroeder Realty Company 
Omaha, Nebraska 


Sherman and Hemstreet, Inc. 
Augusta, Georgia 


Edwin W. Chase 


Lombard, Illinois 


Newlin- Johnson Development ¢ ompany 


lerre Haute, Indiana 


William J. Elliott 


Fl Paso, Texa 


E. C. Hougen 


La Crosse, Wisconsin 


George A. Probasco General 
Contracting Corp 
Reno, Nevada 


Howard E. Sproat 
Brookfield, Mlinois 


William H. Lyon, Realtor 


Lexington, Massachusetts 


Ralston Realtor, Inc. 
Sheridan, Wyoming 


Whitcomb & Keller 
South Bend, Indiana 


Robert A. Cline, Inc. 


Cincinnati, Ohio 


Jayhawk Construction Company 
Topeka, Kansas 


Leslie H. Blank 


Tampa, Florida 


Jones & Brand & Hullin, Inc. 


Sacramento, California 


Adams & Leonard 
Tulsa, Oklahoma 


Wheeler Nickell 
Ashland, Kentucky 


Federer Realty 
Richmond Heights, Missouri 


Reid-McGee 


Jackson, Mississippi 


Padgett Realty Company 
Colorado Springs, Colorado 


Mason McDuffie Co. 


Berkeley, California 


Adams-Cates Co. 
Atlanta, Georgia 


John H. Worthman 


Ft. Wayne, Indiana 
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HOWE” 
f- 


says Roy C. Johnson 


fps do an effective job of tell- 
ing the story of our company’s 
services, I realize the importance 
of keeping the name of the AI- 
bright Title & Trust Company be 
fore the key people of this area. 

‘“Perrect Home has always 
been my favorite medium for this 
There are no other programs 
available that equal the dignity, 
quality, and eye appeal of Per 
rect Home. Copies go to selected 
people, persons of influence in 
each of these communities. We in 
deed like the idea of putting some 
thing as attractive as Perreci 
Home in the hands of these peo 
ple to remind them constantly of 
our company. 

“It has always been gratifying 
to us to have a very warm recep 
tion from the co-sponsors of PER 
Fect Home. Usually the 
companies year after year renew 


same 


their co-sponsorship, indicating 
their belief in Perrect Home.” 
Perrect HOME is a constant 
reminder to key people of the 
quality of the sponsoring group 
Perrect HOME ts a powerful way 
of inspiring confidence in you and 
the services of your company. 


“No Other Program Has the Dignity, Quality and 
Eye Appeal of PERFECT HOME” 


Albright Title & Trust Company President 

















Roy Lf 
of the family to be serving as president 
of the company founded by his grand 


Johnson is the third generation 


father in 1899. The Albright Title & 
Trust Co. has offices in Newkirk, Ok 
lahoma, with a branch in Ponca City 
and agency offices in many Oklahoma 
and Kansas cities. Johnson has served 
as president and secretary of his Ro 
tary Club, president of the Oklahoma 
Mortgage Association, president of the 
Oklahoma Title Association, chairman 
of the Farm Loan Committee of the 
Mortgage Bankers Association of 
America, member of the Board of Gov 
ernors of the American Title 
tion and is now serving as mayor of 


Newkirk 


Associa 


Perrect HOME acts as a personal ambassador to the influential people 


of your community. 


A limited number of exclusive, annual, renewable franchises are 
available to established firms with unusually high qualifications. If 
you are interested, address your inquiry to 
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How Successful Would You Like To Be? 


National Homes Corporation 
offers you the biggest opportunity 
in the Home Building Industry 
today, if you can qualify as one 
of its Builder-Dealers. 


Demand for its homes has made National 
the largest producer in the United Stat 
Since 1948 our production has increased bet 
ter than 1300 per cent. Today a house comes 
off National's production line every 11 min 


utes on the average—and the trend is up 


National Homes Widely Accepted... 


by home buyers throughout the 41 states 
within our marketing area. Today more than 
80,000 American families, living in 3,000 or 
more communities, own National homes 

by banks, insurance companies, savings 
and loan associations and other lending insti 
tutions. More than 600 of these institutions 
among them the largest in the country —have 
invested in mortgages on National homes 
across the land 

by building authorities whose standards 
re highly re Spec ted by lo« il code and plan 
ning agencies. These include the Building Of 
ficials Conference of America, Pacific Coast 
Building Officials Conference, Southern Build 
ing Code Congress, and the New York State 
Building Code Commission 

by more and more home builders who 
recognize the sienificant trend toward build 
ing homes the better, modern, industrial way 
Over 550 Builder-Dealers already 
the success that has resulted from National 


are sharing 


Homes’ leadership in this field 


What National Homes Offers You 
As a National Homes Builder-Dealer you 


will have 

A trained organization to assist with land 
acquisition, site planning, and your entire 
building program 

A house package that represents two-thirds 
of the building job. This is delivered to the 
site on schedule for the most economical us« 
of local labor. There is no need for warehous 
ing or inventory 

A faster completion time that means a more 
rapid turnover of capital and a higher dollar 
volume of profit 

Financing by the National Homes Accept 
ance Corporation of VA or FHA approved 
mortgages 

A coordinated program of advertising and 
sales promotion of our brand-name product 
on national and local levels 


What Can You Offer National Homes? 


As a National Homes Builder-Dealer you 
must have the vision and ability to develop 
the land on which you build 

You must have sufficient capital to finance 
the kind of a project you have planned 

You must have the ability to manage these 
finances and the building operation through 
out your program 

Above all, you must have integrity and good 
standing in your community 

If you feel you have these qualifications and 
want to grasp this opportunity to make your 
own success bigger by sharing in the most 
successful home building operation in the 
country today, please write to me personally 
Nothing is more important to me than the 
development of our Builder-Dealer organiza- 
tion. James R. Price, President, National 
Homes Corporation, Lafayette, Indiana 


ONE OUT OF EVERY 48 HOMES BEING BUILT 
IN AMERICA TODAY 18 PRODUCED BY... 
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Why NATIONAL HOMES 
Outsell ALL Others 


@ Every National home is archi- 
tect-designed by Charles M 
Goodman, AIA, and color-styled 
by Beatrice West, both foremost 
authorities in their fields 


@ There are 38 basic floor plans 
with two to five bedrooms 
and more than 200 exterior varia 


tions to suit every need and desire 


@ Prices range from $6,000 to 
$40,000. Variations in price are 
due to size, extra features desired 
by the buyer, and location of the 


home 


@ National homes are produced 
better, faster, and more econom- 
ically —which means a lower sell- 
ing price—by the assembly-line 
methods of modern U. S. manu- 
facturing 


@ They are built of quality ma- 
terials. No. 1 kiln-dried lumber 
for example, is used for all struc 
tural framing in National homes 


@ Mass purchasing of brand- 
name materials results in impor- 
tant savings that can be passed 
on to the home buyer in the price 
and in important advantages 
which he gets in the quality of his 


home 


@ The quality of National homes 
is standardized—every home is 
engineered and manufactured in 


accordance with exacting factory 


standards 
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N®! IN years has the real estate industry accomplished so much 
I toward solving a problem that has beset it for years. The clear 
ing of slums and the upgrading of deteriorating neighborhoods ha 
always been a job delegated to private industry rightfully on 
not and for years Realtors have made only sporadic attempts t 
face the issue 

Now the wheels are in motion. The job is 
entire industry should rally to the work ahead 

Groups which sparked the movement, and who deserve the lion 
share of credit, NAREB’S Build Better Council and 
NAHB’s “‘New for America” program. These groups have 
influenced legislation for making financing tools available. Section 
220 and 221 of the Housing Act of 1954 have given great impetu 
to urban renewal programs, and their full potential is to be 
realized 

Interest in urban renewal is spreading to leaders 
outside the housing industry. Late last year the American Council 
to Improve Our Neighborhoods was formed. Many nationally promi 
nent men are contributing their time, know-how to 
urban renewal through the ACTION organization 

Take a look at the work already underway. In Louisville, Real 
tors and builders brought about the adoption of a new housing code 
a vital urban renewal tool. Later, while trying to get financing under 
FHA Section 220, a meeting with government housing official 
held in Washington to try to cut financing red tape. The result 
prominent Louisville Realtor, 
for the whole country 

Kansas City, Missouri, report 
all unfit housing by 1960. During the last two year 
have inspected 19,980 dwelling units, issued 
A total of have come 
up during this time, but the city has successfully prosecuted all of 
them, proof of the program's legal soundness 

In San Francisco, a citizens 


And the 


being ck ne 


are America 


Fac od 


yet 


and money 


wa 
“ay al 
may have opened up 220 financing 
extensive progres in Wiping out 
city official 
10.389 violation order 


40 court case 


and obtained 8,394 compliances 


he aded by 


voluntary 


participation committee 
a prominent Realtor, has just taken action to kick off a 
housing rehabilitation drive in an old, 170-block area 
ment committee has approved the citizen group's recommendation 
to increase the city’s housing inspection staff. And a 
code is expected to be sent to the city’s board of 
month 

Striking results are being 
newal programs underway for 
habilitated 18,000 units under 
3,000; Charlotte and Durham, North Carolina, 10 and 5,600 
respectively; Atlanta, 20,000, In less than six years, Norristown 
Pennsylvania and Pasadena, California have virtually wiped out all 
major housing code violations. Newark, New Jersey has covered some 
230 blocks in its dwelling-by-dwelling inspection program 

The BAB Council reports as of May 16 a total of 2437 
firmly enforcing their housing, health, safety and sanitation 
This figure compares with 188 so engaged in May 1954 and 208 in 
January 1955 

Impressive a 


\ lon al govern 


new building 


upervisor next 


hown in cities which have had rr 


many ha re 


Orlean 


Baltimore 
New 
HW) 


month 


code enforcement: 


cities are 


code 


these figures may seem, they are just a start. The 
job remaining is enormous and continuous, We can't afford to relax 
our efforts. Everyone in housing, from small towns to great citi 

must get behind this movement and see that it spreads to every com 
munity in America. Only through such individual 


hopes of upgrading our vast housing inventory be realized 


y, ”-y 
J L- Ke 


action can 


ou} 
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| OFS air conditioning really 

help sell houses? In some areas, 
the answer is a definite “no!” 
but in other areas the answer is 
a just as definite “yes!” Still other 
areas are in kind of a half-way 
stage between acceptance and non 
acceptance 

But this much is clear the 
areas are spreading in which air 
conditioning is rapidly taking hold 
and becoming a desirable and even 
essential feature in new homes 


No longer is air conditioning 
limited as a top-flight sales fea 
ture to places like Arizona, 


Texas and similar hot spots. Jour 
vAL readers have made real pro 
yress in merchandising air condi 
tioning as a highly desirable fea 
ture in such states as Illinois, Ohio, 
Indiana, and even Minnesota. 

The main areas where air condi 
tioning has not yet taken hold are 
New England, the Pacific Coast, 
and the mountain states 

We say “has not yet taken 
hold” because the same conditions 
once prevailed in areas that are 
now accepting air conditioning as 
readily as they have accepted 
built-ins or picture windows 

And that’s because the day of 
selling air conditioning as simply 
a hot-weather feature are fading. 
The builder who is merchandising 
talks about air condi 
tioning in its full meaning, stress 
ing year-round comfort, health, 
cleanliness 

The JounNnat made a random 
check of its readers-— both builders 
and brokers trying to estimate 
the progress of air conditioning in 
the new home market. The results 
are pretty impressive. 


Conscious 





Kingsport, ‘Tennessee 


‘Resale is hard to estimate in 
but 
advertising value alone, air 


dollars and cents, from 


conditioning materially as 


sists in the resale of new 


homes.” 


Bennett & Edwards, Inc. 











43% of the real estate builders 
we surveyed are using air condi 
tioning in at least some of the 
houses they're building this year 
These builders are building any 
where from ten to 700 houses this 
year ranging in price from $9,000 
to $100,000 

These builders set a $17,000 
price range as the minimum for 


20 





the inclusion of air conditioning. 
although one builder set the figure 
at $40,000 and several others put 
it as low as $10,000. Several build 
ers, particularly in where 
air conditioning is well established, 
regard it as essential in every new 
house, regardless of price range 

Real estate brokers take an even 
more optimistic view of the sales 
appeal of air conditioning in new 
homes, Sixty-six percent of those 
who were asked if they would 
recommend air conditioning as a 
feature in homes built in the $17, 
000 to $20,000 price range by a 
client builder said they would 
recommend it 

These brokers put the minimum 
range for new houses with air con 
ditioning at $15,000, the most ac 
tive price range on a national basis 

What about air conditioning in 
the next few years? These build 
ers say for the most part that a 
“marked increase” is in sight, and 
the brokers indicate one good rea 
the added resale value of an 
air conditioned house 

What does this mean to home 
builders right now? 


areas 


son 
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Merchandising-conscious build 
ers have an opportunity this year 
to take advantage of the sharp in 
crease in Consumer interest 
conditioning. Unless there is a 
good reason to that an 
conditioning will definitely mor 
add sales appeal, chances are most 
the $15,000 and up 
ranges can be more easily 
sold if they are air conditioned 

Air conditioning adds more than 
homes that’ 
the plain substance of the matter 
Any builder knows there’s nothing 
hard and fast about these things 


if all 


believe 


houses in 
pl ice 


its cost to new 





Chicago, Illinois 
“Ar 


K1\O 
f) Oo 


conditioning makes a 


difference between 
making and losing a sale 

it means approximately $1, 
500-2.000 over any price for 
the without ai 


same house 


conditioning.’ 


Solbert J. Levenson 
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Comfort, 


Cooling, 


Cleanliness — 


pay off in the new home market 


Air conditioning is over the hump in the new house mar- 


ket. As a sales feature it’s starting to unseat some well- 


established buyer preferences. Sales-conscious builders 


and real estate men are putting increasing emphasis on 


it, reflecting the rapid rise in consumer interest, im- 


proved units and systems and lower cost. In most areas, 


air conditioning is a feasible feature in houses selling for 


$15,000 and up. Your 
hasn’t already felt the 


“modern living.” 





Phoenix, Arizona 


Evaporative cooling is a 


granted 





necessity in all 
cooling is a necessity in all houses about $14,000 
ing of refrigeration in houses has increased 100% 
In this area air conditioning is so important that it is taken for 
The promotions have been necessary and desirable only 


as the use of refrigeration is included in lower priced houses 


houses. Refrigeration 
The includ 


each year 


Mi | Poze 








that features and  buyer-wants 


change rapidly and often radical 


ly as well. But the chance for ag 
gressive builders to capitalize on 
a new and increasingly popular 


merchandising feature is right 
here right now 

J. L.. Schroeder, Realtor-Builder 
in Omaha, says it is his opinion 
that air conditioning would help 
the sale of houses in the $25.000 

and possibly the $20,000 price 
range 

There have been literally mil 
conditioners 


lions of window ait 


sold in the past few years,’ 


Schroeder remark and some of 
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these will have to wear 
charged off before 
completely air condition 
homes, but in my 
will do sO : 
Schroeder says “It looks like 


air conditioning is here to stay 


will 
thei 
opinion, many 


owners 





Augusta, Georgia 
‘A 


terially to 


conditioning adds ma 
alability in the 


higher price range 


Hatch Realty ¢ ompany 





out or be 
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area might be ready now, if it 


impact of this new essential of 


How fast it will be accepted by all 
builders depends on the kind of 
they thei 
particular community 

H. A. Chapmen of the John 
W. Galbreath ( ompany in ¢ olum 
bus, Ohio, says that air condition 
ing is essential in new office build 


hot summers have in 


ings and the office portion of in 
dustrial buildings. Au 
ing is not yet essential in residen 
tial properties because the market 
still hinges on 
ession 

But, says Chapman, 
is increasing for ai 


condition 


terms and po 

the trend 
conditioning 
properties ino thi 
territory and, in our opinion, will 
continue to do so at 
rate,” 

Homer H. Harris. Crawford 
Corporation vice president in Bat 
on Rouge, Louisiana, points to the 
high cost of air conditioning as a 
erious problem—he thinks it put 
the air conditioned home out of the 


in residential 


an accelerated 


reach of the young home buyer 
Paul Walker, ( rawlord ale man 
ager, says that most houses ove 
$20,000 will probably have air 


conditioning 











Wichita, Kansas 


“In the houses priced above $20,000, approximately 35% are 
air conditioned, Below $20,000, approximately 10%, have it. I am 
a Realtor selling and dealing in new homes and will sell about 
150 new homes this year averaging about $15,000. Plans are for 
air conditioning about 25% of these, governed of course by a con 
templated decrease in price from last year In upper medium 
homes ($20-25,000), there is definitely a demand and therefore 
air conditioning is being installed as almost a matter of necessity 
‘There the $14-18,000 
bracket. To date I’ve sold very few homes with air conditioning 
The great factor in this range is price. | have asked many of our 
new home buyers if they felt that this was the reason they did not 


seems to be a marked increase even in 


want the units. In almost every case they replied that the average 
installation of three tons and the price of approximately $1,300 
additional was too high. The price of window conditioners in this 
irea is approximately $250 per ton and many have gone to this 
method of air conditioning in smaller homes.” 


WwW. W 


Taylor Company 








Seattle, Washington 


“Air conditioning is definite 
ly out of place in tract de 
velopments in this area and 
has only limited usage in the 
lop price ranges ; 


RK. L. Stenshoel 


Steubenville, Ohio 


“Buyers of older homes show 
interest in air conditioning, 
through talking about it when 
the 
shown.” 


heating systems are 


Thomas P. King 


Drexel Hills. Pennsylvania 


“We have no completely air 
conditioned homes. but room 
add 


air conditioning units 


their cost to salability.” 


Willard D. Smith 











“We may be kidding the public 
with our ‘air conditionable’ Len 
nox installation, but it seems to be 
the best compromise in the light 
of the cost.” 

Crawford, like many builders, 
installs an inexpensive cooling coil 
cabinet as a portion of the hot air 
plenum and sizes the ducts and 
makes other minor preparations 
such as condensate drain for the 


future installation of air condi 
tioning units 
These limitations on the use 


of air conditioning now should be 
considered by every builder, but 


they show how air conditioning 
conscious most builders have be 
come. 


Jim Peacock, sales manager of 
Place Realty in South Bend, In 
diana, gives another side light on 


the problem 

“Our experience has shown us 
that selling air conditioners is very 
much like our first gar 
bage disposers. In the case of dis 
posers, people were accustomed to 
empty their garbage pails and 
didn’t realize the pleasures of hav 
ing a disposer. But, once the dis 
poser was in a home, woe be the 
day it went on the blink. So, with 
air conditioners. 

“Air conditioning is sold through 
both the health and the comfort 
appeal,” Peacock continues. “And 
the advantages of cleaner houses 
as a result of air conditioning is no 
small sales item to the fastidious 
home maker.” 














sales of 
Hailey, Idaho 

“In this high mountain country air conditioning does not seem to 
be a problem. The only installations are in restaurants, bars, et 
1 doubt if there are more than four or five dwelling installations 
in the entire county.” 


Ensign, Davies & Ensign 








Spokane, Washington San Mateo, California 


“An 


essential in this climate.”’ 


tried 20 
It has 
been a hindrance because of 


“Last 
not a good response 


year we 


conditioning is not 


es David D. Bohannon 
the additional cost 








Western Builders Co 








Jacksonville, Florida 





“Air conditioning adds quite a bit to salability. As people learn 


Casper,W yomin 
spel yo K more about it, we expect air conditioning to add very much to the 


“We are air conditioned by salability of homes 


. We believe all houses should be air condi 


the mountains I feel sorry tioned, In our area it is hard to get below the $14,000 price range 


for people who live where ait at this time. VA in the past has required 1.200 square feet to get 


conditioning is needed.” 100% 


R. W. O'Dell 


of the cost insured.” 


Cecil Wainwright 
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Elkins, West Virginia 


“Our climate here is not too 
hot in the summer but people 
still buy air conditioning be 
cause of 


uniform tempera 


ture.’ 


R W. Bishop 











Peacock describes his company’s 
actual experience with a'r condi 
tioning in part of a higher priced 
subdivision 

“We made one street of homes 
completely air conditioned. The 
owners are our most satisfied cus 
tomers and give many free ac 
colades to our company for our 
foresight in insisting upon year 
round air conditioning. The cost 
of the operation averaged about 
$15.00 less per month for the air 
cooled system we use than a wa 
ter cooled system. We use only air 
cooled installations. The usual 
noise of inside installation is elimi 
nated by installing the condenser 
outside.” 

Place Realty recognizes the ad 
vantages of air conditioning in 
any home. “It is a must in our 
model homes,” says Peacock, be 
they low, low cost or high priced 

“All of our present home plans 
are designed so that air condition 
ing can be installed at a frture 
date without changing the furnace 
or the means of distribution. In 
one group of houses we installed 
the evaporator coil housing and 
the refrigerant lines as part of the 
houses, plus summer-winter ther 
mostats, even though the buyer 
may not select air conditioning to 
be part of his home.” 

Peacock sums up the view of 
many builders who've had com 
parable experiences with air con 
ditioning: “We're sold on air con 
ditioning.”’ 





Edmond, Oklahoma 


“Thirty percent of the older 


houses have window units 
Very few permanent instal 
lations It would not add a 
great deal more than cost to 
an older home but it would 


increase the market.” 


Ben Lyon 








Lincoln, Nebraska 


“Air conditioning costs too 
much as yet, for the houses 
in the price range we build 
in ($12-15.000). When the 
price gets down to $1.000-1. 
200 for complete installation 
of heating and air condition 
ing, | 


think we will sell 


many more installations.” 


Witt & Juckette 








Arlington Heights, Illinois 


“Air conditioning moderate 
ly enhances salability \ 
$600 unit in a good older 
would add an esti 
mated $1,000 to $1,500 from 


June to September 


home 


Buyers 
of older homes show quite a 
lot of interest during the sum 
mer months.” 


Charles H. Wilson 











Atlanta, Georgia 


“Air conditioning helps salability in homes $25,000 and up 


It is excellent as an aid to resale if the cost of operation is rea 


sonable 


Suyers of older homes don’t show too much interest 


now, but future selling will demand air conditioning 


William R 


Joiner 








Providence, Rhode Island 


“This 


need for air conditioning, as 


area does not have 


other sections of the coun 


try have.” 


David C. Anthony, Jr 








Springfield, Illinois 


“Too few sales of this type 
to be definite, but I believe it 
sala 


adds tremendously to 


bility 
H. William Meyer 














Memphis, Tennessee 


“To a considerable degree, air conditioning makes property more 


salable 


In homes as low as $13,000, we would recommend that 


wiring and plumbing be provided for future installation of air 


conditioning, giving the option of air conditioning at extra cost.” 


RK. G. Heard, Ji 








East Peoria. Lbinois 


“Air conditioning would add 


more than cost and would 
probably be a means of sell 


ing the house.’ 


Samuel F. Reutter 








Savannah, Georgia 
“A 
helps in the $15,000 and up 


conditioning definitely 


sales bracket It does not 


add a greal deal to resale 
value in Savannah 
Cecil H. Mason 














Conneaut, Ohio 


“We have never had a home for 
has not come into wide use here 
definitely add to resale value 


ale that had air conditioning. It 
I would judge that it would 


Not as important an item here a: 


it perhaps would be in a warmer climate.’ 


H. A. Gleason 
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Build your bathrooms around 


BRIGGS BEAUTYWARE... 


I 


give homes personality and prestige 
weording to Howard Ketcham 


adviser to many home 


Coordinated color interiors 
Americas best known color 
building firms. Today, there's 


no doubt 
about the importance of 


colortul bathrooms and kitchen 
They're as much a showplace as any room in the house 
Your prospect are not onl 


color educated That wh 


color conscious, but fast becoming 


y the solt pastel tones of Briggs Beauty 


ware are so pleasing, so versatile and so popular 


When you tell your prospects that colorful Briggs Beauty ware 


i fadeproof easy to keep clean and blends with any 


number 
of bathroom accessory and decorating change 


ou cant help 
but generate a strong desire for owne rship 
We invite you to shop for color fixture 


corm pare i ite rials 
design and workmanship 


compare bathing features 


itilit 
finishes and beauty of 


appearance. And compare color 
match, color shade and color brilliance. You 
Briggs Beautyware is 


features 


too, will agree 
the outstanding color value and a great 
contribution te 


home sales features 








Sea Green Sandstone 


No matter what the style of a home—from Colonial to Con Here are colors so natural and so pleasing that they comple 
temporary—you can enhance the beauty of the bathroom and ment any decorating theme—even suggest new decorating ideas 


kitchen with any of Beautyware’s sparkling sea-tone colors. add greatly to a home’s livability and saleability 


Briggs color processing is 
exclusive and exacting 


Pressure-formed enameling steel—proven superior for many 


rugged porcelain products—is specially processed at Briggs into 


glass-hard, glass-bright color fixtures 

At Briggs, too, the finest clays are chemically blended and 
glazed under most exacting controls to assure matching vitreous 
china. As a leader in color processing, Briggs has made color 


fixtures available at new economical costs. 


Briggs Beautyware finishes 
are fadeproot and stainproot 


Briggs color finishes are so durable that they defy stains, acids, 

medicines and cosmetics, just like glass itself. In addition, they 

resist chipping and marring, and are absolutely fadeproof. 
These are selling features that your customers will really 


understand and appreciate 


A Second Bathroom is Beautyware’s new standard for American Living 


BRIGGS MANUFACTURING CO. 300 BUHL BUILDING DETROIT 26, MICHIGAN 





you need an objective = 


Sixth in a Series on 


Sales Training 


HEN Journnat editors asked 
my opinion as to the single 
most important factor a real estate 
man needs to be successful, I was 
reminded of the classic legal ques 
tion, which was only to be an 
swered, “Yes or no.” The question 
was, “Have you stopped beating 
your wife?” It is very obvious 
that if you answer the question 
either way, you can be sure there 
are going to be a lot more ques 
tions asked. So, although I do have 
an opinion on the question, it will 
include many factors which must 
also be included in order to arrive 
at a final conclusion 
First one must have a real de 
sire to be in the real estate 
There are many 
real estate 


pro 
fields in 
sales, property man 
agement, building, appraising, and 
many others. But all have to do 


fession 


and the desire 


with real estate. So we start by 
believing that the real estate pro 
fession is where we want to be and 
in which we feel confident we will 
be successful 

Having made up our mind as 
to what we are going to do, the 
next step is how are we going to 
do it? The answer to that one is 
relatively simple 


Intelligent Hard Work 


By intelligent hard work I 
mean one must be willing to read, 
study, and talk to those that have 
had many years of experience in 
the general field of real estate 

Certainly one of the most im 
portant factors in a successful real 
estate man’s career is the know 
ledge he has of his business, and 
properties, and needs of his clients, 
to mention just a few 


intelligent hard work 


knowledge of your business 


intense desire to reach 
your objective 
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Recently I had the honor and 
privilege of being a guest of the 
Navy sailing to Hawaii aboard the 
Cruiser U. S. S. Baltimore. This 
splendid ship was under the dire« 
tion of a fine group of officers, as 
sisted by an able crew. They knew 
their business. There were 14 in 
our party, and all were impressed 
with the “know-how” the officers 
and men displayed. Certainly they 
were trained. They had to be. The 
ship cost $35 million. But it was 
very obvious to us, who were more 
interested in keeping our meals 
down than knowing the speed the 
shafts were turning, that they did 
know their business 

This point is just as important 
to our fren We must know our 
business if we are to gain and hold 
their confidence 

There is no minimizing the fact 
that hard work plays a major role 
in the real estate business, as it 
does in every other type of en 
deavor. A lot of us have the ten 
dency to forget this. In this case, 
I refer specifically to the author 
of this article, and generally to any 
who reluctantly are willing to ad 
mit it 

One of America’s outstanding 
Realtors is Don Moore of Chicago 
Don has had many years of ex 
perience, in both active times and 
periods when the activity was not 
so active. Don is a great believer 
in the “five calls a day” program. 
That takes work, but it pays off 
Perhaps in your area two or three 
calls would be sufficient. Your 
results will give you the best an 
swer. But the important thing is 
to make calls every day 

Plan your work and work your 
plan. A dandy sentence and it’s 
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By FRANK MacBRIDE, JR. 


Realtor 


Sacramento 


‘o reach it 


but lot of 
This prepara 
tion, knowledge, and putting into 


not it « 


requires 


mine. arries a 


meaning 


action the ideas you believe will 
do the job These ideas will not 
prove successful every time, but 


unless you keep trying you will 
never reach your goal 

Iwo Realtors inspecting 
a new development. They noticed 
a very unusual 
half completed. As 
its 


were 
building about 
they 
unusual 


were dis 
design, the 
front door opened and the contra: 

tor walked down the steps with « 


cussing 


roll of blueprints under his arm 
One of the Realtors spoke up and 
said. that a 


Say. very unusual 
looking building you have there 
What’s it going to be?” The con 
tractor said, “Im building a 
church.” The Realtor asked, “‘“A 
church? What denomination is 
it going to be?” “I don’t know 
yet.” was the reply I'm build 
ing it on speculation! 

The contractor knew that blue 
prints alone would never build 
the church. The plan was there 


but it took positive action to work 
the plan 

The third step in our program is 
at all 
times that we are in a profession 


to keep foremost in mind 


of service. The great majority of 
the Realtors of America are con 
stantly trying to raise the stand 
ards of our profession by giving 
better service. A Realtor is success 
ful because he has achieved a 
reputation for being able to satisfy 
the demands and needs of both 
buyers and sellers, of securing ten 
ants for various types of prop 
erties. He is a produces He can 
close sales. This all comes under 
the heading of “service 
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Ask any ten successful real estate executives what thei 


For the most part John Q. Pub 


lic can do business with whom 
eve! he choose He will choose 
the Realtor who, in his opinion 
will serve him best. This con 


fidence might come as the result 


of a transaction with the Realtor 
or by recommendation from a 
third party. Both of these repre 
sent the greatest sources of busi 


Realtor 


brokerage bus ness 


ness to a in the general 


When we speak of a profession 


we think of one who renders a 
valuable service a type or kind 
of service that only one skilled in 


that field can render 


There 


are many association 

and institutes today willing to 
help Realtors achieve greater skill 
and knowledge. The California 
Real Estate Association, The Na 
tional Association of Real Estate 
Boards. various institutes and 
others, all offering excellent edu 
cational program These are de 

igned to help the Realtor know 
more about his profession. He i 


able to offer in turn, a better se 


ice to the public 


4 


We have discussed briefly three 
points which in my opinion are 
necessary to the succe of a Real 
tor. There are many more, of 
course, all which could be di 
cussed at great length. There | 
one more, however, that I sinceré 
ly believe to be extremely im 
portant. Without it the Americ 


we know today would not have the 
marvelous invention 
tries, 


. great indu 
and the highest standard of 
living the world has 


evel known 


This priceless ingredient is the 
intense or burning desire to reach 
a goal or an objective. Call it 


what you will 


drive, ambition 
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an 
am 


k 


be 


through our 


goin 
me 


1] 
tter 


and perseverance required in selling real estate 
should follow automatically. Those who 


don’t have it are doomed to mediocrity. 


fi 
vy to 
or 


omething 


veloping shopping center 


roe a 
thi 
other 


any 


The fact remain 


desire t 


be it in th 


ing a succe sful he alton 


have the de: 


hard 
hours? Well 
Just one more « 
made five? Well 


vill buy 


\ 


VV 


couraged, taught 


aviliy 
we 


an 


rk 


or 


ite 
d pur 


int 
wing 
hecome ae 
that 
all, after 
may be 


the seventh 


ultimate goal is and you'll get ten different answers. 
But the important thing ts, they all have a goal. And 
they have a burning desire to get there. If your salesmen 


have this intense desire, all the hard work, planning 


rede hy 


SO help Tri | 


job af at 
like 
that only 


you 


» accomplish 
t field 


medicine, teaching, invention 


ol 
cle 
bye 


rriuist 


or 
one 
hi 
thi 


goal 
goa 


goal 


part of the job 


you h ive 


the sixth 


“Just a Little Better Job” 


ithin 


our 


ire must come trom 
elve Wie Caitl be eri 
hown and even 


forced to do many things that the 
boss or company suggests, but thy 
outstanding person soon emerge 
from the group hecause ol his de 
ire to do just a little better job 
to wonder why certain things hap 
pen, and then proceed to dig out 
the answer. The successful Real 
tor falls in this category. He want 
to make a contribution to some 
om happiness through showing 


them the advantage 


of home own 


el hip Or to present a propert 
bonel to manufacturers or indu 
trialist which ould show why 
they would be better off with a 
different but larger location. suit 
able for the expansion of thei 
HUSINESS 

Ihe successful Realtor ha i 
constant desire to make thing 
happen. He is thinking every 
vaking moment as to who might 
be able to use that fine cornes 

(Please turn to page 45 























Yes... people like it, more will be asking for it. But some prob- 
lems still exist, manufacturers are making improvements. Findings 


of the Austin tests give an indication of what you can expect. 





16 Reasons People Want Air Conditioning 


Here are some of the comments made by occupants of the 
houses, reported by C. W. Nessell of the National Warm Air 
Heating and Air Conditioning Association 
Sleep better, health better 
Kat better, eat heavier foods 
Cook more, bake more 
Children have more pep 
Children play indoors more 
Less difficulty with sinus trouble 
Less dirt and dust in the house 
Husband in better mood 
Family has better dispositions 
Entertain more 
Stay home more 
Fewer picnics and movies 
Do more household work 
Have more hot drinks 


Would recommend to others 


Cost not excessive 


Says Nessell; “Most of them stated they were glad they 
bought the house.” 


And putting all these things together, that’s the clincher 




















qa Will Your Prospects Want Ail 


— boon to residential 
air conditioning knowledge 
thus far has come from NAHB’s 
Air Conditioned Village in Austin. 
‘Texas 

There are 22 houses in the Vil 
lage, 21 of which have been sold 
and are occupied. Most of the lead 
ing air conditioning manufac 
turers participated, as well as 30 
manufacturers of various build 
ing products and materials (see 
opposite page ) 

The Village presents the first 
real opportunity to study the ma 
jor factors in residential air con 
ditioning. Fight goals were set up 

1) To define “comfort” in a 
meaningful way. 

2) To find a feasible way to 
finance air conditioning 

3) To develop a merchandising 
program to sell air conditioning 

4) To get an idea of installa 
tion costs 

5) To determine operating cost: 
of typical installations 

6) To work out a means of cal 
culating size of the equipment 
needed 

7) To examine methods of in 
stallation and use of air condi 
tioning equipment 

8) To study construction tech 
niques in air conditioned homes 

So far the study has just scratch 
ed the surface, but the preliminary 
reports that have been released 
contain some extremely important 
information for home builders and 
real estate men 

Here are the preliminary con 
clusions of Ned Cole, project man 
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ager of the NAHB Research In 
stitute 

Although the Village study 
brought out many failings in both 
equipment and installation, two 
facts are clear 

1) The people who lived in the 
air conditioned houses were hap 
py in their homes; 

2) On the whole, the equipment 
and systems operated satisfactori 
ly 

Comfort The major point 
brought out by the study is that 
constant air movement comes first, 
humidity range between 40%, and 
60% comes second, and 
perature range between 














1 lem 
5) and 


‘ 
/ 









onditioning? 





78 degrees comes third. These are 
the three essentials, and should 
be borne in mind when selling 
air conditioned houses. 

Operating Cost The operat 
ing cost of air conditioning is with 
in reason, with an estimated year 
ly heating and cooling cost of $120 
indicated. (Spread over the year, 
$120 would be no hardship, but a 
$35 August cooling bill would be 
The Research Committee is sound 
ing out utility companies on a 
















monthly billing based on one 
twelfth of the estimated yearly 
total. ) 





Verchandising — Cole lists four 
selling points brought out 

1) The air conditioned house is 
far easier to keep clean. Dusting 
requirements were cut from an 
average five times a week in non 
air conditioned homes to once a 
week in the air conditioned home 

2) Infant heat rash was elimi 
nated. Although heat rash was a 
serious problem in Austin, the Vil 
lage children had no such trouble 

3) More comfortable living con 
ditions apparently increases ap 
petite. Calorie content of evening 
meals in the Village was 40% 
above meals served in non-air con 
ditioned house. 

4) People stay home more, even 
cancel hot weather vacations. Jn 
stallation costs This was a ma 
jor bug. Costs averaged $285, with 
a low of $138 and a high of $453 
Cost of electrical installation came 
first, followed by duct installation 
costs, 
























Cole cited these causes 












NATIONAL Rear Estate AND BurtLpinc JourNAL 


1) “The builder is not familiar 
with the equipment and fails to 
allow proper space, facilities, utili 


ties, and timing for the installa 
tion.” 
2) “The ‘trades,’ particularly 


plumbing and electric, do not un 
derstand the extent of their work 
on the air conditioning system.” 

3) “An alarming number of 
dealers of equipment are unable 
to install equipment properly and 
are not able to direct others to do 
mt 

Among other recommendations, 
Cole suggests that “the builder's 
service contract with the dealer 
should include specific require 
ments for balancing systems, re 
charging, necessary requirements 
to meet city codes, voltage check 
ing and correction, and explaining 
the system to owner, either by 
literature or by personal contact.” 

Size of equipment When the 
home builder is estimating heat 
gain or loss, three factors should 
be carefully considered 

1) Onentation 

2) Sun shading 

3) Insulation 

Noise “All central systems 
in the Village created noise levels 
which can be considered objection 
able to the average owner,” Cole 
reported. Careful sound deadening 
techniques can reduce the noise, 
but this means added cost (sound 
deadening a utility closet varies 
from $20 to $45) 

Several solutions to noise prob 
lems are adequate, but the build 
er should bear in mind the ad 
vantage that “split-systems”’ have 
with the disadvantage: Split-sys 
tems reduce the sound inside the 
house, but create a problem with 
the neighbor next door, particular 
ly if the neighbor’s house isn’t air 
conditioned and he sleeps with 
his windows open 

Heat Loss in Ductwork As 
high as 50% of the efficiency of 
the cooling equipment can be lost 
through poor duct insulation. 

“As an example of the effect of 
duct loss, temperature of air off the 
coil averages 60 degrees for the 
units tested. A ten degree duct loss 
produces a register temperature of 
70 degrees. Since the resulting 
temperature of the air required to 
sales comfort is approximately 
77 degrees, the duct loss means 
that either twice as much air must 
be introduced into the area as 
planned (which would produce 
drafts), or the resulting tempera 
ture would be increased to a figure 
above the comfort zone.” 
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Manufacturers — 
Austin Air Conditioned Village: 


Air Conditioning 
Equipment Manufacturers 


Affiliated Gas Equipment Company 
Bryant Heater Division 
Day and Night Division 
American Furnace Company 
American Radiator and 
Standard Sanitary Corporation 
Carrier Corporation 
Chrysler Corporation 
Airtemp Division 
The Coleman Company, Inc 
General Electric Company 
General Motors Corporation 
Frigidaire Division 
Heating Equipment Manufacturers Company 
Lennox Furnace Company 
Majestic Furnace Company 
Servel, Inc. 
A. O. Smith Corporation 
Permaglass-Heating Division 
Sterling Air Conditioning Company 
U. 8S. Air Conditioning Company 
U. 8. Radiator Corporation 
U. 8. Radiator Division 
Drayer-Hanson Division 
Utility Appliance Corporation 
Westinghouse Corporation 
Air Conditioning Division 
Worthington Corporation 
York Corporation 


Allied Manufacturers 


Andersen Corporation 
American Welding and Manufacturing Company 
Borg-Warner Corporation 
Ingersoll Products Division 
Bostitch, Ine. 
Canvas Awning Institute, Ine 
Childers Manufacturing Company 
Clay Products Association of the Southwest 
Curtis Companies 
Geneva Modern Kitchens, Inc 
Grand Rapids Hardware Company 
Insulation Board Institute 
Kaiser Aluminum and Chemical Sales, Ine 
Libbey-Owens-Ford Glass Company 
Minneapolis Honeywell Regulator 
Mullins Manufacturing Company 
Youngstown Kitchens 
National Mineral Wool 
New Castle Products 
Nutone, Ine. 


Association 


Per-Fit Products Corporation 
Perma Products Company 
Pyrne and Company, Inc. 
Reynolds Metal Company 
Ruberoid Company 

F. C. Russell Company 

R. O. W. Sales Company 
Titus, Inc. 

Truscon Steel Division 
Vermiculite Institute 

U. 8. Gypsum Company 
Zonolite Company 


Sponsoring Institutes 
and Associations 


National Association of Home Builders 
National Warm Air Heating and 
Air Conditioning Association 
Air Conditioning and 
Refrigeration Institute 











Luxury apartment buildings, such as these 
20-story apartments planned for construc 
tion in Chicago, ine ~ the latest in air 
conditioning. These apartments, just an 
nounced for construction, make heating 
and cooling available during the same 
day, depending on outdoor temperature 





IR CONDITIONED apartment 
/ houses, on a widespread basis 
are still in the future, Except in 
like Phoenix, where prop 
erty manager George R. Gillespie 
ays that would rent 
without air conditioning,” the de 
cision to air condition apartments 
is being left pretty much in the 
hands of individual tenants 

This is an oversimplification, of 
New apartment construc 
tion in various areas shows a small 
percentage are air conditioned, 
and comments on the lower vacan 
cy percentages in air conditioned 
apartments suggests a gradual and 
teady 

I S Gregory of Denver Colo 
rado says that “almost all new con 
struction includes air condition 
ing, usually in the form of au 
conditioned halls (washed air) 
which under slight pressure flows 
into the apartment when the door 


plac 


nothing 


course 


increase 


hot weather 


Here is a hot weather map showing the areas 
strictly 
has a promising future 
is based on the average number of hours the out 


where air conditioning 
cooling benefits 


side temperature exceeds 8&0 


The map coincides with the JounNAL survey show 


each cooling season 





steady progress 


im the apartment field 


Trend in apartment air conditioning seems to be lagging behind 


the trend in single-family dwellings, but one important fact is clear: 


in areas where air conditioning has any kind of toe-hold, vacancy 


percentages are lower in air conditioned apartment buildings. 


Many of 


in the doors.” 


is cracked a bit them 
have louvers 

Two percent of new construc 
tion in Jacksonville. Florida has 
ai conditioning, according to 


Frank Middlecrooks. Jr. Middle 


crooks says that “air conditioning 


is new in our area. So far there 
are only about three buildings 
equipped with it.” These include 
an apartment hotel and several 


four-plexes 

William J. Burke of Lincoln. 
Nebraska remarks that although 
there have new apart 
ments built there in the last five 
years, most of the new duplexes 


been no 


and four-plexe condition 


ed 
Bernard S. White of Washing 
ton, DD. ¢ that “au 
tioning is becoming and 
more a ‘must’”’ in his area, and 
that nearly all new 
construction 
tioning 
In Fort 
Patterson 


are alt 


Says condi 


more 


apartment 
includes air condi 


Smith 
estimates 


Arkansas, R. E 
that 50% of 
apartment construction in 
air conditioning, and that 


new 
clude 


war 


in terms of its 
The map 


= 
ing areas where air conditioning is making head a . 
way, and where it hasn't as yet taken hold as) : 
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Real 


about 20% of the existing apart 
ment buildings have added it 


Part of the reason for the in 
crease is due to the fact that va 
cancies are lower in air condi 


tioned apartment buildings by ap 
proximately 10%, and that au 
conditioning adds anywhere from 
10% to 20% 

Gregory, 


, to rent 
declining to give a 
till feels that 
are lower in air condi 


Denver. He 


spec ific percentage 
Vacancies 
tioned apartments in 


cites two cases where air condi 
tioning does not add to the rent 
but does reduce vacancy loss 


“One 24-unit building with 
washed air has 
cancy loss in the last year in spite 
highly competitive market 
the last six months.’ 


suffered no va 
of a 


In the other case, Gregory goe 
on, “a new 24-unit building un 
der construction with individual 
room thermostats has a rental rate 
competitive to non-ai conditioned 
units. The expects to 
achieve a maximum net return by 
a minimum turnover and vacan 


ownel 
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(1) Orient your major glass areas toward north and south where 
possible. Shield the east or west wall from the worst heat of the 
sun by an attached carport or garage. (2) If there are trees on 


sure to save every 


the lots where you are building homes, be 
one possible — for all kinds of veasons (the one here being the 


resulting improvement in air conditioning operation). 

















OOR orientation of the house can ruin the 
effectiveness of any air conditioning in- 
stallation, regardless how well-designed it 
may be. Here are fundamentals to keep in 


mind in planning air conditioned homes. 


win 


(5) Wall or hedge and long roof overhang is another sun-shicld 


ing method. This is varticularly valuable as a means of taking 


advantage of the design trend toward bringing the outdoors in, 
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a. Winter 

Sun 
SOUTHERN NORTHERN 
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(3) Shield windows facing south with overhangs to shade win 
dows in the summer, admit solar heat in the winter. (4) Where 
windows are unprotected the heat load may be as much as a 
Here's 
Reversible slats block sun's rays 


third greater than through glass with southern exposure 
a trellis design to shade them 


in summer, admit solar heat in the winter 
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Tips on 


Orientation 


and vice-versa. (6) Here's a way of grouping kitchen and utility 


room to save on installation costs, Installation costs and prob 


lems can be the source of continued complaints or lost sale 
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Air conditioning in new homes — custom and 
built-for-sale — is a major part of the total air 
conditioning market. But the manufacturers recog- 
nize their problems in producing residential units 
that are both reliable and low-cost. Real estate 
builders can and should cast a careful eye over 
every phase of air conditioning before they com- 
mit themselves to installing it, and manufacturers 
will work hard to earn their business. The terrific 
competition in air conditioning works in your 


favor, and you should be taking advantage of it. 


IKE members of any growing, aggressive, industry, 

4air conditioning manufacturers view their mar 
ket potential with almost unlimited optimism. And 
regardless how an outsider looks at it, the residential 
air conditioning market appears to be very nearly as 
good as these manufacturers say it is 

At the moment, of course, the market for air 
conditioning in existing homes is the most profitable 
Individual home owners, buying installations through 
dealers, represent in some cases as high as 75% of a 
manufacturer's production. 

But the market for air conditioning in new homes, 
including those built for sale, is equally vast. Fierce 
competition among manufacturers and an increas 
ing consumer demand are slowly but surely result 
ing in better air conditioning at lower cost 

Lennox Furnace Company accurately sums up 
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Big Changes In The 


majority opinion about the market for air condi 
tioning in new homes 

“We foresee the day when air conditioning will be 
just as important as a water heater, electricity and 
heating in a new home.” 

General Electric 
ferent terms 

“Within a few years, new home over $10. 
000 in most sections of the country will be equipped 
with year-round air conditioning 

Sut GE adds an important note, raised by several 
manufacturers 

“The future of air conditioning will be affected 
significantly by degree of honesty in manufacturers 
ratings, which has an important influence on public 
acceptance. Misrepresentation of cooling capacity by 
certain manufacturers results in units being installed 
that give poor performance and high operating cost.’ 

U. S. Air Conditioning Corporation, currently ex 
panding its residential lines, points to the industry’s 
responsibilities 

“It is up to the trade to bring air conditioning 
within the reach of the common man, just as Ford 
did with the automobile.’ 

Thatcher Furnace Company says the future of 
air conditioning in the new home market depends 
on three factors: 1) consumer education resulting 
in increased consumer demand; 2) technical educa 
tion of contractors permitting easier installation; 3 
the reduction of overall prices to permit easier bud 
geting of air conditioning equipment 

C. A. Olsen Manufacturing Company, makers of 
Luxaire air conditioning, says that “many builders 
will soon begin to offer year-round units for heating 
only, with cooling optional at extra cost or with a 
provision made to add cooling later.” 

Armstrong Furnace Company makes a price pre 
diction, along with its market estimate: “Within 
ten years air conditioning in the average home will 
be as common as the refrigerator. This will come 
about because the day is not far off when the aver 
age six-room home will be air conditioned for any 
where between $700 and $950.” 

Product-wise, several important developments 
have taken place, apart from the numerous minor 


expresses the same idea in dif 


every 
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anufacturers see it — 


New Home Market 


improvements in design, production and installation 

The majority of manufacturers are broadening 
their lines, putting increasing emphasis on produc 
ing year-round units 

The shift from water-cooled to air-cooled units is 
the most significant trend. This meets the very pro 
minent objection raised by builders to the shortage 
of water in many areas. Manufacturers making air 
cooled units as well as water-cooled units say, almost 
without exception, that their air-cooled units are 
going to be their main emphasis from now on 

The room air conditioner is finding its place in 
the market, largely in the lower price range houses 
because of its very considerable price advantage 
over larger units. “Through-the-wall” units are 
steadily increasing in popularity 

As far as sales resistance among builders of built 
for-sale houses is concerned, the great majority of 
manufacturers readily admit that cost is the chief 
factor 

The next most important factor, however, is ‘con 
tractors’ lack of installation know-how.” This has 
been a serious problem, resulting both in inadequate 
planning for later installations and very unsatisfac 
tory installations on the spot 

The blame can be pretty evenly distributed among 
the manufacturers themselves (for not doing enough 
to educate their dealers and installers); the dealers 
(for frequently bluffing a knowledge of air condi 
tioning, and for just plain shoddy workmanship) ; 
and on builders (for guessing too much and for not 
making a real attempt to find the very best installa 
tion for the particular houses they're building) 

With the cost factor so important, builders should 


Big Growth Forecast In Home Air Conditioning 


MANUFACTURER ESTIMATES a tremendous growth in air 
conditioning over the next decade. Manufacturers vary widely 
in the predictions (from 109% to 100% annual increase), but 
JOURNAL readers look for growth, too. 1955 promises to be a 


very successful year — assuming weather cooperation. 


be especially wary of air conditioning “bargains 
They should try to learn as much as they can about 
air conditioning installation as most have about 
heating to be able to better judge the work then 
sub-contractors are doing for them 

Real estate men, of course, have a spec ial interest 
in the proper installation of quality air conditioning 
equipment. They have a big investment in the re 
sale potential of houses they build or sell for other 
builders kickback complaints about air condition 
ing can cause a lot of grief and cost a real estate com 
pany a lot of money in lost commissions 

No reputable manufacturer will object to this kind 
of rule-of-thumb to guide builders interested in air 
conditioning 

1) Find out about the local dealer and the manu 
facturer he represents. Does the manufacturer back 
up his local dealer? The best air conditioning equip 
ment on the market will be no more than a pain in 
the neck if it’s installed carelessly 

2) Evaluate the equipment according to the spe 
cial problems in your area, Keep a special eye on the 
water problem, both in terms of supply and operating 
cost 

3) Find out how the FHA and VA rate air condi 
tioning, for their refusal to recognize its value can 
very well eliminate your plans to use air condition 
ing 

+) Find out what the manufacturer will do for 
you many will give you personal, on-the-spot a 
sistance and advice, and even help your whole pro 
motional campaign. A few offer special financing 
aids 

With an eager, competitive industry like air con 
ditioning, the builder can expect all the information 
he needs or wants. Manufacturers are ready to give 
you the help you need 

Air conditioning is being advertised to the con 
sumer with a vengeance, and you can capitalize on 
the interest generated by that advertising. It mean 
you have to keep up-to-date on the industry, and at 
least a jump or two ahead of curious home buyers 
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How You Can Merchandise 


WITH AIR CONDITIONIN 


Manufacturers provide a wide array of 
professionally prepared sales and 
merchandising aids, practical suggestions 
for demonstration house promotion, 
signs, display cards, handout literature. 
When you're planning your air condi- 
tioning houses, ask your manufacturer 


for promotional help. 


panes pe dates an air conditioned house is like 
- most of your other promotions, with a few im 
portant differences. You stand to much more 
step-by-step help from the manufacturer of the unit 
you plan to use. Most manufacturers of air condition 
ing units have set up effective merchandising pro 
grams that do everything for you except the actual 
selling. 

Coleman Company manufacturers of Blend-Au 
equipment, provides builders with a specially pre 
pared booklet containing a step-by-step procedure to 
follow when holding an open house. In it you get 
ideas on what your advertising should be, how to 
arrange for publicity, photographic coverage and 
ideas for radio and TV coverage. The booklet also 
gives tips on how to promote air conditioning as a 
sales feature and how to point out and dramatize the 
benefits of air conditioning. 


get 


Lennox has available a sales kit containing news 
paper ad layouts with space for your copy, a brochure 
pre-printed on the cover and with the Lennox sales 
message already printed, but with pages left blank 
for a complete story on the project you are building 
They also provide various types of signs to be placed 
within the house pointing up the Lennox unit 

General Electric provides a booklet on how to get 
free publicity for air conditioned homes, along with 
newspaper ad mats for local newspaper advertising 





e@ Your outside signs should mention air con 
ditioning prominently, Be sure to the 
brand name of the equipment 


@ Place small signs and placards in each room, 
mentioning the particular advantages of air con 
ditioning in that room. All you want to get across 
here is the idea of complete comfort throughout 
the home 

@ Put an easel-type sign beside the air condi 
tioning unit itself, providing basic facts in simple 
terms cooling capacity, horsepower, perhaps a 
very simple diagram of how the unit works. Be 
sure to stress the brand name, and capitalize on the 
manufacturer's consumer advertising or general 
reputation 

@ Streamers of paper or silk tied to the outlet 
grills help call attention to the first basic fact about 





Here Are Some Suggestions for Merchandising With 
Air Conditioning in Your Demonstration Houses: 


air conditioned living that constant air move 
ment is of first importance. 

@ The three most important effects of air con 
ditioning in terms of personal comfort 
should be clearly brought out, both by your sales 
men’s comments and by signs or literature 

Constant air movement is the first essential to 

personal comfort 

Humidity control comes second: 

Temperature control comes third 

@ Have the unit completely installed and op 
erating two or three days before you have your 
open house 


@ Put a specimen of the guarantee out where it 


can be seen. If it is a complicated document, list 
its major provisions 
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Follow This Step-by-Step Program 


Te get your Homes Tathed 
About — PUBLICIZE! 


Take Advantage of G-E's Great Merchan- 
© © dising Valve with These Sales Tools! 


Br 


Benners! Display Ponels! 





Make Sure Folks Know 


Your Homes Hove G-# Air- 
Conditioning or Heating! ) aie 
Dress Up with Site Signs 









Advertise! 


i : 


Basel Cards for Every Room! 


Uy 
Mend Cut Liter . Opening Day Checklist : 











| SAMPLE NEWSPAPER ads provided by Lennox get across 
the air conditioning idea and still leave plenty of space for 





% how to sell 


AN AIR CONDITIONED HOME 


4 


house sketches. Air conditioning is presented as the leading 





feature but other features and sales points are brought out 
as well 










COLEMAN'S “Comfort Bond” guarantee is an effective sales 
tool in its own right. Provisions are clearly stated, without 
involved legal terminology, Reverse side carries a form listing 
all major facts about the house, from location to special 


equipment 


~ 


GENERAL ELECTRIC brochure on model home promotion 
with air conditioning covers a wide range of ideas and im 
portant points to watch. Manufacturers are ready to wive 






builders planning and promotional help, and builders should 
take advantage of it 
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yo ne ay 
uby Ay Pi 
L/P } \ ad ’ | Lu (yr _tee 4 CARRIER BROCHURE, “How to Sell an Air Conditioned 
VJ Home,” gives ideas for signs and displays, plus information 
(FULL 5-YEA PROTECTION WLAN) about its “Comfort Guarantee” (Uramed certificates hook for 
real estate salesmen, and handout literature 
5 TWO-COLOR York easel-type card is one of several designed 


to be placed on tables, cabinets or kitchen counters. Like all 
good advertising, it makes its message simple 





age LR 


your salesmen should know about 


| EMONSTRATING a house 

with air conditioning, especial 
ly in today’s competitive market. 
presents a challenge to most real 
estate salesmen. How much your 
salesmen know about this drama 
tic new sales feature as well as 
other vital facts about the prop 
erty will seriously affect your 
sales success 

Today’s buyers ask for and ex 
pect to get accurate information 


from real estate salesmen. If it 


Air Conditioning 


But when Mr. Prospect asks, 
“What brand of air conditioning 
equipment are you using?” the 
salesmen should not only be able 
to name the brand but tell about 
the company and why it is a re 
liable brand for Mr. and Mrs. 
Prospective Home Buyer to have 
in their new house. 

Avoid generalities. Many sales 
men give answers like, “I think 
it’s XYZ brand. They tell me it’s 


the first company to bring air 





General statements or lack of knowledge of specific facts 
about the air conditioning equipment you're using can kill 
a sale very effectively. Your salesmen should be thoroughly 


briefed on the facts of air conditioning and what a power- 


ful merchandising tool it is. 














isn't forthcoming it is often just 
as easy for them to hop in the car 
and drive down the street to the 
next project where the salesmen 
know what they’re talking about 
In projects visited by JounNaL 
editors, far too many salesmen 
garbled even the rudimentary facts 
about the system in use in a partic 
ular house, True, many were well 
versed. They knew the answers or 
they knew where to find out 
That's wonderful, But it isn’t that 
type of salesman that poses a prob 
lem. Their effectiveness can be 
measured directly in sales results 
The man who said “Sell the siz 
zie, not the steak” said a mouth 
ful as far as selling air conditioned 
houses is concerned, It may seem 
a paradox to worry about certain 
technical details of an air condi 
tioning system, when all good 
salesmen recognize the sales ap 
peal of the “sizzle.” In this case, 
the appeal is facetiously 
something to combat “sizzle.”’ The 
salesmen should sell comfort. 
cleanliness, healthfulness, content 
ment, and coolness, ad infinitum 
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conditioning into the new home 
field. It’s by far the best unit on 
the market, bar none.” 

How much better to say, “Our 
builder selected XYZ. brand. It’s 
one of the leading makes on the 
market. We chose it because of 
reputation for quality, and its low 
maintenance and operating costs 
Even more important, the local 
contractors handling it are excel 
lent craftsmen really experienced 
in air conditioning. That assures 
you of a good installation, which 
means low maintenance costs. In 
the event of a failure, this contra 
tor can be counted on. Take a look 
at the quality of the sheet metal 
work in the basement and see how 
neat the entire installation looks 
The contractor has a card mounted 
on the side of the unit, giving the 
names and phone numbers of his 
service men in you need 
quick repairs.” 

Mr. Prospect asks, “What about 
the capacity of the unit? Can I 
keep reasonably cool during these 
terrifically hot days?” 

“This is a three ton unit 


Case 


That's 
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the same amount of cooling you'd 
get by melting three tons of ice 
every 24 hours at full capacity 
Engineers know that one ton of 
cooling will handle about 400 
square feet of house, under aver 
age conditions in this area. This 
house has 1,145 square feet in ad 
dition to breezeway and garage 
So you see, it’s quite adequate 

“We designed the house to cut 
down on the cooling load required, 
too. Perhaps you noticed the over 
hang in front. The large window 
areas in the living room face south, 
the overhang is wide enough to 
keep out the hot mid-day sun, but 
still admits heat in the winter 
when the sun is lower in the sky 

“There's a large shade tree south 
of the house, which further helps 
cut the amount of cooling needed 
And we put a minimum number 
of windows in the west wall. Other 
helps are the light-colored roof, 
shading from adjacent houses, and 
traverse drapes.” 

This kind of talk shows 
prospects the salesman knows 
what he’s talking about. It builds 
confidence 

An important question pros 
pects will ask about air condition 
ing is how much will it cost to 
run per month and can you prove 
it. Salesmen should recognize that 
operating costs depend on many 
factors. They can be estimated. 
but all that will prove anything to 
the prospect is cost information 
from similar air conditioned 
houses in the area. Your air con 
ditioning distributor should be 
able to supply such information 

If local figures are not available, 
the next best thing is to calculate 
them. Here again the distributor 
or air conditioning engineer can 
supply the facts and some of the 
reasoning behind it which should 
be of help to your salesmen 

There are no pat routines to 
follow in selling air conditioning 
in homes, any more than in any 
other field. What counts is that 
your salesmen know enough about 
it to successfully take advantage 
of buyer interest and curiosity 
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THIS SPLIT-LEVEL home has nine 
and a half rooms, three baths, finished 















recreation room and twocar garage. 
Priced at $36,900, house is built on a 


minimum one acre lot, 


THE KITCHEN of the = split-level 
house is completely equipped with 
General Electric products, In the 
right foreground is the new G-E sus 
pended = refrigerator-anddreezer com 
bination. 





Homes Our 


Readers Are 
Building 


IN NEW YORK e 


Luxurious country living . . . within 38 minutes of Manhattan . . . 1,000 acre tract . . . contains four 


lakes and a private club . . . all features of Windmill Farm — Mac Welson and E. J. Tobin, builders. 


§ gid in Windmill Farm, a small estate communi- tivities including swimming on the private beach 
ty in Armonk, New York, builders Mac Welson and fishing. There are four lakes on the 1,000 acre 
and Edward J. Tobin are offering six different home — tract 


styles ranging in price from $29.990 to $36,990. All Windmill Farm is within easy reach of neighbor 
houses are built on a minimum of one acre plots hood shopping facilities and to major New York 

The project, located just 38 minutes commuting branch department stores in White Plains. The pro 
time from Manhattan, will have 700 houses. Fea ject is also close to schools, churches and transporta 


tured in the development will be ranch style, split tion lines 
level and two-story Colonial dwellings. The split 
level homes will be built in seven-room, two-bath 
arrangements, eight room two-bath layouts and nine 
and a half rooms with three baths 


Ranch style homes offer a center hall plan with b 7 
living room, kitchen and breakfast room, separate a 
8t0 e90W 
dining room, playroom with picture window and de ot ule 
f y 


FLOOR PLAN SHOWS main floor and uvper level grouping 
Not shown is the grade level plan containing the recreation 


room, maid's room and two car garage 





three large bedrooms 





Classic Colonial homes are built with unusually 
large living room with a fireplace, bow window and 
built-in bookcases, separate dining room, kitchen exe 
with informal dining space and a guest bath on the nitewe Nn 
first floor. Four bedrooms and two baths are on the , { 
second floor, All homes offer two-car garages and 
each of the basic models is available in several dif 
ferent variations 

One of the features of Windmill Farm is the Wind 
mill Club which offers a variety of recreational ac - A 
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rHIS CINCINNATI HOME had been heated by a warm air 
furnace, fired by a gas conversion burner installed 28 years ago. 
The winter and summer conditioning unit occupies less than 
half the space of the old furnace. Existing duct work is used 


by the new system. 


PHERE are more non-air conditioned houses than 

| it is worthwhile to count. The great majority 
of them will never be air conditioned, or if they are, 
it will be only in a limited way. 

The fact remains that existing homes represent 
the major residential market for air conditioning 
manufacturers more and more people are add 
ing air conditioning 

What does this mean to you, in the real estate busi 
ness? It means, first of all, that How well an existing 
house can be converted to air conditioning is going to 
become an increasingly important factor in its sala 
bility 

A home with an out-moded or inadequate heat 
ing plant is a lemon on today’s market. The time is 
rapidly approaching when this failing is going to 
have another aspect such a house is not only lack 
ing a good heating plant, it can’t be economically air 
conditioned in most cases 

The enormous production of new homes means that 
more and more houses, in basically sound condition, 
are coming on the market. These good homes, with 
good heating plants, are naturals for conversion to 
FORCED WARM 


AIR FURNACE IN GOOD CONDITION 


represents the most economical possibility for conversion to air 
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au conditioning 
This can be a real selling point, just as the lack 
of a good heating plant can be a big handicap. What 


you, as a real estate man, have to know is what 
needs to be done to convert an existing house to air 
conditioning, and the approximate cost 

Taking three of the most common types of heating 
systems forced warm air, gravity warm air, and 
hot water forced warm air is most readily 
vertible to air conditioning, With a good heating 
plant, the addition of air conditioning can cost as lit 
tle as $1,250 or less, and in a quality home about 20 
years old, such an expense would be far from un 
reasonable 

The amount of duct equipment in 
volved in converting a gravity warm air heating 
plant to year-round air conditioning represents a 
sizeable expense say, roughly $1.650 or more. In 
most cases such an expense in an older home would 
be unwarranted, but if the home is otherwise in 
good condition, the advantages gained by such a con 
version are of real importance 

The basement is no longer a horror to the eve 


con 


work and 


Che 


conditioning. Conversion coil is placed in the duct at the furnace 


outlet, and refrigerating unit is placed outside. 
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As the air conditioning trend continues to spread, 
you're going to have to be able to judge whether 
heating plants in existing homes can be economic- 
ally converted. When you handle quality homes 
on trade-ins, adding air conditioning can prove 


to be a sound investment for you. 


amount of added space adds real value as far as the 
occupant is concerned. The same holds true, of 
course, in a conversion to a modern heating plant 
But the additional cost of making it a year-round 
heating-cooling combination is not considerable 
Central air conditioning is a possibility for homes 
with wet heat as well. Again, the cost is prohibitive 
unless the property deserves the modernization 
Air conditioning differs from no other change in 
an existing home, as far as being an economical in 
vestment is concerned. The condition of the house 
the cost of the conversion, and the activity of the mar 
ket are the key factors here as elsewhere 
Converting trade-in houses to air conditioning is, 
so far as we know, still in the future. Few real 
estate companies or builders are willing to invest the 
amount of money needed to make the conversion on 
houses they've taken in in trade 
But with the quality house and as some build 
ers point out, the quality homes of the 1920s and 
1930s is the best bet for trade-in transactions 
the possibilities for including air conditioning in a 
reconditioning or remodeling project are good 


GRAVITY WARM AIR FURNACE, the classic basement mon 


ster, can be converted to year-round air conditioning with a 


a 4 — 
GRAVITY WARM AIR FURNACE 
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Existing Houses is a Big Business 


WARM WATER OR STEAM HEAT 
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WET HEAT HOUSES can also be air conditioned. Air condi 
tioning unit can be placed in the basement, crawl space ot 


attic, utility room or closet. Refrigerating unit is placed outsicle 


striking improvement to the home, Cost of this kind of con 


version is relatively high, but the results are impressive 
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The Law Says! 


By GEORGE F. ANDERSON 


If you sue a person and lose the case, can you sue that person again 


for the same case? Should an owner or a tenant carry fire insurance 


on a property? In the execution of contracts and deeds, when is it 


permissible for someone else to sign for the party? Can a mistake on 


a contract release you from that contract? Our legal editor says... 


F YOU had an argument with 

your wife as to whether or not 
you were to go to her mother’s 
next Sunday for dinner and you 
finally acquiesced, as you should 
have done in the first place, be 
cause you knew you would have 
to do so sooner or later, and on 
Saturday you began to hem and 
haw about it, your wife would say 
to you in a stern voice, “I thought 
that was settled.” Things have to 
be settled sometime 

If you sue me and lose the case, 
you can’t sue me over again for 
the same thing. I'd say to you, “I 
thought that was settled.” Only I 
wouldn't use those words, because 
the law has a name for it. I'd say 
“That's res adjudicata.’ Some 
times the law has a Latin name for 
a thing which makes it seem com 
jlicated but behind the name is 
iomespun Common sense such as 
you practice everyday 

Supposing you and I got into 
an argument over the ownership 
of a building, the title to which 
was on a dummy. Supposing we 
had had a law suit about the build 
ding with a stranger and the suit 
had been brought in your name 
as owner and I had participated 
in the suit, even testified and now 
I come and say, “I and not you, 
own the building.” You would 
say, “Why, that’s res adjudicata,” 
but the Court would say to you, 
“You're all or in fact. If no issues 
in co-parties in a chancery suit is 
presented and adjudicated the de 
cree is not evidence in favor of 
either party against the other.” 


I’ AN owner leases his property 
to a tenant and the lease pro 
vides that the tenant is to yield up 
possession of the premises in the 
same condition that they are re 
ceived, any loss by fire falls upon 


40 








the tenant, Ely vs. Ely, 80 Ill. 532 
A question arises in such a situ 
ation as to whether or not the own 
er should carry fire insurance. If 
the tenant is responsible so that a 
loss is collectible from him, it 
would be a waste of money for 
the owner to carry insurance. It 
would be better if the lease pro 
vided that the tenant should carry 
insurance to protect the owner 

If the lease does not so provide 
the owner should try to persuade 
the tenant to carry insurance for 
the protection of the owner, and 
this should not be difficult to do 
because by protecting the owner 
he is protecting himself. The own 
er should be protected by an ap 
propriate rider 

It may be thought that since the 
tenant is liable to the owner. the 
owner does not have an insurable 
interest in the property, but this 
does not seem to be so. Vance On 
Insurance, p. 123, says: 

“Neither will the right of the in 
sured to resort to the contact lia 
bility of a third person in order to 
make good his loss in any 
effect his insurable interest; as 
when the vendor may enforce full 
payment of the purchase price un 
der an executory contract of sale, 
despite the destruction of — the 
buildings before conveyance, ot 
where an insured mortgagee’s se 
curity is ample despite the loss of 
the insured property.” 

The policy provides: “This com 


wise 


pany may require from the in 
sured an assignment of all right of 
recovery against any party for 
loss to the extent that payment 
therefore is made by this com 
pany.” 


So you see, if the owner carries 
insurance, and a fire occurs, and 
the loss is paid to the owner, he 
must assign his rights against the 
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tenant, and if it collects from the 
tenant, it has enjoyed the pre 
mium without a commensurate 


risk 


HEN I was a young lawyer 

I drafted wills for persons 
who took them along and ex 
ecuted them at home. I instructed 
them fully, but even so, it takes a 
man with much experience to re 
member and appreciate the nice 
ties and formalities necessary in 
the execution of a will. In later 
years I discouraged the execution 
of a will at home, unless someone 
who understood the business was 
present to guide and direct 

There is another thing that ex 
perience taught me, and that is not 
to reason about the formalities re 
quired. Not to say this way must 
be just as good, or that way mus! 
be just as good, but hem the line 
and follow the letter of the law. 

In the execution of contracts 
and deeds someone else may sign 
for the party if it is done in his 
presence and at his request. A few 
states require the party to make 
a mark, most states do not. If a 
grantor can sign such an import 
ant instrument as a deed this way. 
reason would tell you that a wit 
ness who could not write, could 
witness a will in the same way 
But in the case of In re Goods of 
Duggins Court of Probate, 1870. 
22 1. T N S 182, refused to admit 
a will to probate that was witness 
ed in this way. The court said 

“T am of opinion that some other 
person writing the name of a wit 
not sufficient to satisfy 
the words of the statute. The same 
section in which those words o¢ 
cur provides that a testator shall 
subscribe the will at the 
end thereof, and then he goes on 
to say it shall be done by the 
testator, or some other person by 
his direction. Provision is then 
made for somebody else writing 
the name of the testator, but no 
such provision is made with re 
gard to the attesting witnesses. | 
think, therefore, that the will had 


ness Is 


foot or 


not been attested by Wm. Ed 
wards.” 
KF I SIGN a contract to buy a 


building from you I can’t get 
out of the contract because I made 
a mistake. The mistake may be 
anything the location, charac 
ter and quality of construction, 
size, or condition. Yes, anything 
Contracts would not have much 
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stability if one of the parties could 
say, “Oh I made a mistake, I want 
to get out of it.”” Would they? 

The principle is hedged in with 
so many provisos that it is al 
most obscured. Here are some of 
them 

Provided you did not induce my 
mistake by fraud 

Provided you didn’t even know 
I was making a mistake 

Provided you didn’t induce the 
mistake, even innocently 

Provided you did not occupy a 
fiduciary relationship to me, that 
is my agent, my lawyer, my doc 
tor, my minister, ete 

So you see. the prin iple is like 
a midget sleeping with an amazon, 
but it does assert itself in many 
cases, and refuses to be pushed out 
of existence 


F I buy a building and take title 

in your name and you have no 
duties to perform in connection 
with the property, the title would, 
under the Statute of 
mediately vest in me 

In the case of Kirkland vs. Cox, 
94 Ill. 400, the court said: “Under 
the Statute of which is in 
force here, where an estate is con 
veyed to one person for the use of 
or upon a trust for another, and 
nothing more is said, the statute 
immediately transfers the legal 
estate to the use, and no trust is 
created, although express words of 
trust are used,” 

Nevertheless the Chicago Title 
& Trust Co. would not issue a 
policy showing title in my name, 
because how do they know that 
you have no duties to perform in 
connection with the property, 
which would make it an express 
trust that did not come under Sta 
tute of Uses. I could tell them that 
such was not the case. couldn’t I? 
litles must rest upon a firmer base 
than word of mouth, and if the 
Chicago Title & Trust Co. issued 
told 


would soon be in the 


Uses. im 


Uses, 


poli ies on what somebody 
them, they 
doghouse 
Another thing is that someone 
might check the records and see 
that you owned a big building and 
on the strength of this give you 
credit, and under the Recorders 
Act I might be stopped from as- 
serting that I was the secret owner 
of the property 
The Statute of 


Uses is not of 


much practical use to us, and I 
have been told that a lawyer can 
get into heaven even if he doesn't 
know all about the statute 
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BROKER got an exclusive on 
a building. The exclusive pro 
vided that a commission should 
be paid only if a deal was consum 
mated and the purchase price paid 
The broker employed a co-oper 
ating broker who found a buyer 
A deal was not closed bec ause the 
buyer could not raise the purchase 
price, and consequently the origi 
nal broker was not entitled to any 
commission. Was the co-operating 
broker entitled to collect commis 
sion from the original broker? | 
think he was. He did not agree to 
the provision in the original list 
ing, and since he found a buyer he 
would be entitled to a commission, 
since the buyer signed a contract 
Could it be said that it is “im 
plied” that the co-operating broker 
takes the property on the same 
conditions and under the same 
agreements that the original brok 
er has accepted? I don’t think so 


F a person is injured and his 

own negligence contributed ot 
helped to cause the injury, he can 
not recover damages. This is true 
if his negligence is much less than 
that of the defendant. The prin 
ciple applies to all injuries except 
those that come under the Work 
men's Compensation Act and it 
applies to injuries suffered by a 
tenant. There are, however. 
limitations to the principle 

If the keystones of a building 
were loose and finally fell on the 
head of a tenant and injured him 
the landlord would not be heard 
to say that the tenant was negli 
vent because if he had stayed in 
the house he would not have been 
injured, 

In the case of Romas vs King, 
289 Mo. 641 it was the front stoop 
of the building that was rickety 
and the tenant knew it 
and had complained about it. 

The court said: “Mere continued 
use of a common passageway after 
knowledge of its dangerous con 
dition is not of itself conclusive 
evidence of a lack of due care on 
the part of the tenant since such 
a knowledge does not require the 
tenant to desist from using same 
in a careful manner nor render 
the careful use of same contribu 
tary negligence.” 

“It is true that in this case the 
plaintiff had access through a rear 
door to her back yard and we will 
presume that this way 
through safely to a street 
also be that under some circum 
stances it might have been the 
plaintiff's duty to protect her land 


some 


loose 


comes 
It may 
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lord trom toss by 
self to the 
but she also had the right to 


consider to some extent at least her 


subjecting het 
ame roundabout pro 


ess 


own convenience secured to her by 
the lease. even to the extent of en 
countering a danger which might 
possibly the landlord 
who violates it. The law will not 
compel her to abandon her front 
door without good reason, the full 
and free use of which was includ 
ed in her monthly rental 


react upon 


are to buy a vacant 


‘fi YO 
lot, and upon 
it you find a building adjoining 
“apparently on the lot line,” you 
better sit up and take notice You 
must have a survey made to ascet 
tain the exact location of the wall 
If the wall is entirely on the 
other lot, you can ignore it, unles 
you wish to use it as a party wall 
and if so, you must go to the ad 
joining owner to sound him out to 


examination of 


ee if he is willing to enter into 
such agreement. If he is, have a 
good real estate lawyer draft it 


a tricky thing to do 

If the wall is partly on the lot 
that you are buying, then two po 
ibilities are presented 

1) There is an encroachment, If 
so you have the whip hand. You 
can go to the adjoining owner and 
make him pay the en 
croachment. Or, if you prefer, you 
can make some arrangement with 


because it 1s 


you for 


him to use the wall as a party 
wall. But even if you don't make 
uch arrangement, you are at 
liberty to use the wall since it 1 


on your lot 


2) If there is no encroachment 


then it is a party wall and it 1 
up to you to see that agreement 
Generally, such an agreement } 
recorded, but [ am talking about 
cases where it is not. It may be 
that it provides that you are to 
pay one-half of the cost of con 


truction, or some specified amount 


when you use the wall. Or it may 
even provide that you are to pay 
rental for 


an annual the use of 


this wall. and this would not be 
o nice. Then there may be some 
obnoxious agreement with refer 


ence to tearing the wall cown gis 
ing him the right to do so, which 
would leave your building without 


a wall. If there was an agreement 
that your lot was to pay half the 
cost of the wall a oon as it wa 
built, you need not worry about 


it, because if it has not been paid 
it is not a burden that passe 
the land 


with 


































































































UNDER ALL 
* 
° 
° 
; A Public Relations Program to Stimulate 
: the Most Powerful Asset of a 
; Leading Realtor 
° 
° 
° 
7 
° ° 
; Word-of-mouth Recommendations 
° 
° 
° 
’ From time to time leading Realtors have suggested the need 
" for a program that would help them keep in closer contact 
y with the key men and women of their community who are in a 
position to send business to them — a plan to activate old 
e friendships and make new ones, to maintain goodwill, build 
. prestige and enhance a reputation for leadership. To answer 
° this need, National Real Estate and Building Journal now is 
y making available an entirely new Public Relations program 
. that does this job effectively. Sponsors are enthusiastic. 
‘ OWNERSHIP Magazine tells the up-to-date real estate story 
° interestingly and authentically to the influential people of your 
° community. It concerns itself with all principal phases of a 
” Realtor’s activities — residential, commercial, industrial, 
9 financing, and insurance. The exclusive franchise for the use 
: of OWNERSHIP is available to Realtors only, and will be 
. awarded to only one qualified firm in each community. 
° If you are interested in being considered for the exclusive 
° franchise in your community, address your inquiry to 
° 
° 
° 
. 
NATIONAL REAL ESTATE AND BUILDING JOURNAL . CEDAR RAPIDS, IOWA 
° 
° 
. 
. 
° 











Book Shelf 





Real Estate Principles 


‘ is the third edition of Henry E 
_ familiar textbook on real estate 
in 1940 and last revised in 1949 

“Real Estate Principles’ the whole 
of real estate. from the fundamentals of real estate 
economics to some of the public aspects of the real 
estate industry. Soundly put together and well-writ 
ten, it has the advantage of presenting very recent 
figures and statistics 

Questions and problems are listed at the end of 
each chapter, along with a brief bibliography. A 
glance at the latter will show that although the fun 
damental areas of real estate practice have remained 
the same through the years, the amount of informa 
tion and technical know-how required has increased 
iremendously 

This demand for technical background that is both 
wide and deep reflects the failing of any real estate 
textbook. No subject can be sufficiently explored to 
give more than a general picture answers to the 
numerous specific questions that come up in the day 
by-day operation of a real estate office have to be 
found elsewhere 

But along with any other good book on real estate 
‘Real Estate Principles” is worth the of 
anyone interested learning more and 
understanding better 

“Real Estate Principles 
Hill Book Company, 330 
York 36, N.Y 


Hoagland’s 
first published 


covers ranyve 


well time 


seriously ith 
is published by McGraw 
West 42nd Street. New 


Pr ice 18 $6.50 


Sales Potential of Air Conditioning 


IR Conditioning Key to More Home Sales 
A presents a study of the whole field, written with 
the Realtor in mind 

Published by the National Institute of Real Estate 
Brokers, the book length the terrific 
sales possibilities of air conditioning. [t contains gen 
eral information on the history of air conditioning, 
its main principles, what it involves from the point 
of view of construction all, 
what it can do to stimulate home sales 

Sponsored by Walter S. Dayton of Long Island, 
past president of NIREB, the book may be obtained 
from the office of the Institute, 22 West Monroe 
Street, Chicago 3, Illinois. Price is $5 per copy 


discusses at 


and costs, and above 


Percentage Leases 

—_ National Institute of Real Estate Brokers has 
prepared a completely revised and enlarged 

eighth edition of its book, , 
Designed as a guide to percentage lease policies 


Pere entage Leases 


and practices, the volume presents tables covering 
eight areas. classified according to type of business 
percentage rental rate, estimated annual sales vol 
ume, location, area of leased space, annual minimum 
guaranteed rent, length of lease, 
by whom), customer parking 
Five brief articles, written specially for this new 
edition, are also included: Abel Berland on Small 
Stores, Merrill EF. Raab on Drug Stores, Larry Smith 


alterations. 


paid 
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J iarn 


on Department Stores, Max Skeer on Variety 
and William J. Campbell on Supermarkets 

Prepared by a special committee under the direé 
tion of Fred B. Mitchell of San Diego and William 
J Campbell of Kansas City, “Percentage Leases” | 
available from NIREB, 22 West Monroe Street. Chi 
3. Illinois 


Stores 


cago Price is S10 per copy 


The Best In Contemporary Houses 


\ the combination of compactness and flexibility 
found in open plans? It aving fea 
tures. It means economy of construction and upkeep 
It requires harmony of design and site 

Sut no one of these facts make 


/HAT makes a good contemporary house? Is it 


ini ludes labor 


the difference, ‘The 
key lies in the freedom open to architects and owner 


to create designs that will satisfy physical and ac 


thetic need 
These things are brought out in a new book pub 
lished by the F. W Dodge Corporation titled \ 


Treasury of Contemporary House houses are 
presented in thi book. chosen from all part of the 
country, and including the best of those built in re 


yt) 


cent years 

Many internationally known architects are rep 
resented, There are more than 400 photograph 
Che illustrations include floor plans, and site plan 
when called for. The text is free of technical jargon 

\ Treasury of Contemporary Houses” will be 
welcomed as a sti nulating source of ideas for house 
planning, and for decorating and remodeling a 
well. Available from Dodge Book 119 West 40 
Street, New York 18, the book sells for $5.95 





LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


‘COAST TO COAST 


| Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil 


| ity and outstanding security 


| WRITE or CALL COLLECT, H. J. DALDIN, 

| REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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HURRICANE LOSSES AP 
pear to be here to stay. Revenue 
Service, in recent circular, reviews 
its position on the income tax treat 
ment of casualty losses, generally 
along these lines 

(1) Tax law permits deduction 

for casualty losses; 

2) “Casualty” is an identifia 
ble event which is sudden, 
unexpected or unusual 
(Damage from a “steadily 
operating cause” such as 
termite is not a casualty 
loss); 

}) Losses are deductible in year 
incurred, not in year re 
paired; 

Loss is limited to property 
owned No deduction for 
personal injuries, fuel, mov 
ing, renting temporary 
quarters, et 


>») Amount of loss is the excess 
of the value of the property 
immediately before the 
casualty over its value im 
mediately after the casu 
alty; 

6) Such loss measure is reduc 
ed by insurance or other 
salvage recovery, to give 


amount of deductible loss; 
7) Sentimental values do not 

count, 

The following illustrative situa 
lions are given 





Value Value Loss 

Before After in 
Hurricane Hurricane Value 
a) $15,000 $11,000 $ 4.000 
b 15,000 53,000 12,000 
r 5,000 2,000 $,000 
ad) 15,000 1,000 14,000 


The adjustment to 
case of subsequent sale 


“remaining cost 


4 





4 














— 


i ae 
' - i v ' 





The evidence weighs heavily in 
determining a proper deduction 
for casualty and by the 
time Internal Revenue gets around 
to looking over your facts the de 
bris will undoubtedly have been 
cleaned up, and everything will 
again look more or less ship-shape 
Therefore, take pictures of your 


losses, 


damage, the more, the larger and 
the clearer the better. Get wit 
nesses to look it over. Get affi 


davits from one or more local real 
estate men competent to appraise 
the value after the casualty. And 
get together whatever data you 
can sales offers, insurance ap 
praisals, etc. bearing on the value 
before the casualty. File it all with 
your copy of the return for the 
year in which you claim the loss, 
against the day when the Revenue 
Agent starts to give you a hard 
time on your deduction 


REAL PROPERTY WAS 
bought, subject to tax liens. On ac 
quisition of the property buyer 
paid the taxes and other charges 
due at that time and deducted such 
payments on his income tax re 
turn for the year of payment 

Some years later the property 
was sold and for purposes of com 


puting gain or loss on the sale the 


taxpayer then included the taxes 





Cost or Deduct Remain 
Other Insurance Loss lax 
Basis Received \llowed Basis 

$10,000 $3,000 $ 1,000 $6,000 
10,000 10,000 
10,000 3,000 none 7,000 
10,000 8,000 7,000 


should not be overlooked as it is important in 
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and other charges (previously de 
ducted from taxable income) as 
part of the cost of the property 

Appellate court ruled that the 
charges were properly added to 
the cost, and the fact that they had 
earlier been deducted in error 
should not bar correct treatment 
in year of sale. The deduction year 
was outlawed and beyond correc 
tion 
not make one right the taxpayer 
could in this have his cake 
and eat it too 


And because two wrongs do 


SATURDAY, SUNDAY AND 
holiday deadlines for quarterly 
payroll tax returns or for interim 
depository receipts on payroll 
taxes do not count as due dates, 
says Revenue Service ruling. It is 
sufficient if such returns or de 
posits are made on the next su 
ceeding business day. There ha 
always been a lot of confusion on 
this amongst business firms; it is 
now official, per Rev. Rul. 55-83 


WHEN IS A REPAIR NOT A 
repair but a capital outlay. This 
perennial question was before the 
Court in a recent case involving 
the replacement of 


an ancient 


water pressure elevator with a 
modern oil hydraulic unit. In de 
nying the taxpayer a “repair 

deduction and insisting that the 


new unit be capitalized the Court 
quoted the guiding principles of 
an earlier Tax Appeals 
case, as follows 
12 repair 1s to 
sound state or to mend, while a 


soard of 
restore to a 


replacement connotes a substi 
tution. A repair is an expendi 
ture for the purpose of keeping 
the property in an ordinarily 
efficient operating condition. It 
not add to the value of 
the property, nor does it ap 
preciably prolong its life. It 
merely keeps the property in 
an operating condition over its 
probably useful life for the 
uses for which it was acquired 
Expenditures for that purpose 
are distinguishable from those 
replacements, alterations, 
improvements, or additions 
which prolong the life of the 
property, increase its value, o1 
an it adaptable to a different 
use. The one is a maintenance 
charge, while the others are 
additions to capital investment 
which should not be applied 
against current earnings.” 


does 


for 


DISTRIBUTION BY CLOSE 
ly held corporation in redemption 
of stock held taxable as dividends. 
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to extent of accumulated profits 
Chandler Est., T¢ The corpora 
tion sold its chief source of in 
come, a department store, together 
with certain assets connected there 
with. It had substantial cash bal 
ances and other liquid assets after 
the sale. It also had large accumu 
lated profits Later in the same 
year, and after the sale of the de 
partment the corporation 
purchased another store. The cor 
poration redeemed part of its out 
standing stock on the pretention 
that it had contracted its business 
The court found that the invest 
ment in the new store sub 
stantially the same as in the old 
one sold, therefore, the redemption 
of stock was not due to the con 
traction. The court held, therefore, 
to the extent of the accumulated 
profits the redemption was consid 
ered dividends 


store, 


was 


You Need an Objective . 
(Continued from page 23 

with the old house which the own 
er will not sell but wants to lease 
on a long term 

He not only thinks every mo 
ment he is awake, but he is also a 
dreamer. To him nothing is impos 
sible. The cow pasture of today 


is the Woolworth location of to 
morrow. The low swampy corner 
lot. which has water on it six 


months of the year, can be brought 
up to grade and is a natural for a 
fine six pump sta 
tion. The acreage on the fringe of 
the growing community is, in the 
Realtor’s eye. a beautiful. well 
planned subdivision of attractive 
homes and happy people, and dia 
pers on at least every other clothes 
line in the block. Chri 
well-known Sacramento 
has often said, “A 
not a until 
diapers!” 


supe! service 


Jones, 
Realtor. 
subdivision is 


SUCCESS those 


you see 

As stated in the beginning of 
this article, there many im 
portant factors, which, when com 
bined together, contribute to a 
Realtor’s success. Running through 
this pattern, however, is 
the desire to get there. Where? 
That’s up to the individual. Ask 
ten Realtors what their ultimate 
objective is, and you will get ten 
different answers. But they all 
do have an objective! No doubt 
they reach their goals by different 
routes. The important point is 
they know what they want, and 
keep going until they get it 


are 


SUCCESS 
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That’s just one of the many 
wonderful things about our coun 
try. The sky’s the limit. That i 


where the free enterprise system 
comes into the picture. Anything 
is possible if you have a strong 
enough desire to reach your ob 


jective 

It's true not only in the Real 
Estate profession, but in all types 
of business and even life itself 


Our country will continue to grow 
and prosper, inherent in 
our make up is the desire to do just 
a little better. We have to in ow 
highly competitive system and be 
that constantly 


because 


Cause of we 


forward. 


move 


To summarize this article in one 
sentence I would say that the prin 
cipal factor in. the 
Realtor is an intense 
reach an objective! 


ol al 
10 


SUCCESS 


desire 





Roster Corrections 


San Antonio Real Estate Board's 
listing on page 299 of the 1955 Of 
ficial Roster of Realtor ippeared et 


roneously The correct information is 


as follows: President: William Ochs« 


103 East Travis St.; Executive Seere 
tary: Carroll Monroe, 403 Fast Travi 
St.; Active Membership: 288; Other 
81 

Officers of the Dallas Real Estate 
Joard, Inc., page 292, should appear 
as: President: Howell H. Watson 
1531 Fidelity Union Life Bldg., Ex 
ecutive Secretary Wim. J. Renich 
1101 Commerce St 

President of the Portland (Oregon 


Realty Board 
a Charles I 
Ave 


271, should appear 


v4 So W. 4th 


page 


Paine 
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MASONITE 
SIGNS 


METAL STAKES 
Write for details 


Satis fac tion Guaranteed 





WE SIGN THE WATION 


CTIVE DISPLAY ADV 








19th Street 


Chicage 6, Mi 


GIFTS —- AWARDS 


Here is 


your answer to your gift, award and 
party problems at wholesale price. We are special 
ists in the selection of watches, jewelry, electric 


appliances, housewares, ete for such purposes 
Send for our illustrated catalog and CONFIDEN 
TIAL PRICE LIST. Boardman, Ltd, 402 Ne 
Peart St., Albany, N. YY. “A name known in 
the wholesale field for eighty-five years."’ 











HEAVY 29 GAUGE, BAKED, 14 K 20 04 16 
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AAA.-1 rated Jr. Dept. Store Chain will lease « 
buy 75-ft. frontage and up in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw, Mitchell 6 - 5th Ave 


N.¥.C 


Baked Enamel on 30 Gauge Metal 
Write for FREE rer E, Illustrated 
Literature and Prices 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 
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FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 


Investigate our Home Study and Residentia 
Real Estate. Inu 


ourses in lucle sll phases of 
the busine Send for biw FREE CATALOM, 
toda No obligation Approved for World 
War Il and Korean Vetera 
WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 


2020N Grand Avenve 








Kansas City, Mo 





IN STOCK 


@ tull time of ready 
mode signe tar the 
SAL G8TATE AGENT ) 





Send fer Price Lice 


RICHMOND SIGN COMPANY 


OIVISION OF EMAMEL PRINTERS INCORPORATEO 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 











How to Successfully 


MANAGE -RENT — 
OPERATE 


BUILDINGS 

















if you are concerned 
with the problems of 
managing, renting or 
operating buildings 
send for an introduc- 
tory copy of BUILD- 
INGS, The Magazine of 
Building Management. 


BUILDINGS, a sister publi 
cation of the National Real 
Fstate and Building Journal, 
is the one magazine designed 
to help you with all phases 
of big-building management 
Every month you'll find in 
formative articles on such sub 
jects as 


. renting and leasing 
. decorating and layout 
. air conditioning and heat- 
ing 
. modernization 
. Cleaning and maintenance 
.. new products and buyers’ 
guide 
. lighting and elevators 
.and other management 
problems 
So just fill in the coupon and we'll rush 


the current issue of BUILDINGS to you 
a ne obligation 


BUILDINGS Magazine 

427 - 6th Ave. SE, Cedar Rapids, la 
Send me the current issue of 
BULLDINGS for my inspection 


Name 

1 ithe 

birm 

Street 

City 

State 

NOTE Regulec gate is | year of 12 


issues for eck here if you wish 
to subscribe now, 


aes buna 

















it may get so hot in your part of the country this summer that you 
will be able to fry eggs on the sidewalk, but that won't be the case 
at a shopping center in Fort Lauderdale, Florida. James Hunt, 
developer of Coral Ridge, is going to install air conditioning to 
cool the sidewalks in his new shopping center. A canopy con 
taining an air conditioning unit will overhang the walks and since 
cool air descends, it is expected that the sidewalks will be cooled in 
much the same way as frozen food bins in supermarkets. Now 
instead of soaking your feet in water to cool them you can take 
a fast turn around the shopping center 


Doomsday Drive in Survival City was probably the most important 
main street in the country during the month of May. It was here 
that residential type structures of various materials were tested 
during the atomic blasts. Two lightweight concrete houses on the 

Drive,” located only seven-eighths of a mile from ground zero 
were the only houses left standing after the explosion. They suf 
fered slightly cracked walls and broken windows. A reinforced con 
crete bathroom built to serve as a bomb shelter was intact after 
the blast although the frame house which had surrounded it on the 
+,700 foot line was practically demolished 

Food stored in one of the concrete houses at the 4.700 foot 
line, which included packaged foods, cans, bottles and jars of jelly 
was perfectly protected from the blast. Windows and doors at both 
the mile and two mile lines were blown out of all the houses 
Power of the explosion was such that venetian blinds were rolled 
and fused into an unrecognizable ball of metal. Observers felt that 
the way building materials and the type of construction used 
withstood the force of the atomic blast points to better products and 
design for both commercial and residential buildings 


Last month we reported that the cities were becoming concerned 
over the rush of middle income families to the suburbs. Now it 
seems that the suburbs are becoming concerned too. At least one 
suburban area plans to warn home buyers to find out where their 
children are going to attend school before buying. Suburban 
schools are filled to capacity now and the school boards may have 
to ask the builders to contribute a fixed amount for each house built 
to finance new schools 


September 1, 1955 is the deadline for filing entries in NAREB’S sec- 
ond annual rehabilitation contest for Realtors. Awards will be 
made in three divisions to those who submit data on the best re 
habilitation single family homes, a multi-family structure con 
taining not more than six dwelling units, and an apartment 
building containing more than six apartments. Each entry will 
consist of “before and after” photographs and descriptions of the 
property on which rehabilitation work was started on or after 
September 1, 1954. Awards to the three winners will be all-ex 
pense trips to New York City during the NAREB convention 


Many women have entered real estate in the selling field, but the 
New York Times carried a story on Mrs. Stella Kahne who is 
possibly the only woman builder in the metropolitan New York 
area. At the present time Mrs. Kahne is constructing 30 one-family 
homes and has sold 17 of them although only the foundations were 
finished, She credits her knowledge of what a woman wants in the 
kitchen as a major factor in her success 


June, 1955 NATIONAL REAL EstTatre AND BUILDING JOURNAI 
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@ Looking for something different—some extra appeal for 
THYER today’s “‘harder-to-sell” home buyer—a way to add more 
HOMES variety to a subdivision or street of homes? The new line 
of Thyer Homes featuring attached garages or carports are 
just the answer. Factory-assembled and conventionally 
built, they are erected as a single unit with the house. The 
cost of this additional space is low—yet receives liberal 
valuations from lenders. 


(formerly known as 


Pollman Homes) 


If you would like more information about Thyer Homes, 
with or without garages or carports, write today. We will 
be glad to send literature or have a representative call. 


an rn THYER’S 
)o\ LX, \ walt I SILVER PLATTER” PROFIT SYSTEM 


Available with FINANCING SERVICE 
Your local Thyer Factory Representative will be glad to help 
you arrange construction and permanent financing for FHA, 

VA or conventional loans. 


Garage LOCAL FIELD SERVICE 


Thyer factory representatives located in 28 states are ready to 
assist you in erecting, land development, arranging financing, 


or Carport and planning local advertising and model home showings. 
TURN-KEY CONTRACTING SERVICE 


For developers who wish to build 100 or more houses at a time, 
Thyer can provide a turn-key building service that delivers 
houses at a bonded contract price. (At present this service is 
available in all Southern and in most Northern states.) 


NATIONAL ADVERTISING SUPPORT 
A hard hitting program in national consumer magazines pre-sells 
your prospects—helps create buyer interest in Thyer Homes. 


PARENTS’ SEAL 
Thyer fabricated units have been awarded Parents’ 
Magazine Commendation Seal. 
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Model 2289-8 with Garage 

One of several (3 bedroom) Thyer Homes available in Northern States [_ — = 
only, featuring garage or carport. For information about Thyer Homes 
designed for Southern and Gulf coast states, write to Jackson, Mississippi. 


o a 
= 
THE THYER MANUFACTURING 
CORPORATION 


2850 Wayne Street 515 Eost Yazoo Street 
Toledo, Ohio Dept. 1, Jackson, Mississippi 








